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National Compares 
Stock Covers With 
Mutual Insurance 
Prepares Exhaustive Booklet Giv- 


ing Valuable Data on Mutuals 
for Use of Agents 


ANALYZES DIVIDEND RATES 











Also Cites Costs and Actual Inci- 
dents to Prove Superiority of 


Stock Company Protection 
} 





The National Fire of Hartford has 
eompiled a valuable booklet, with ex- 
tensive tables and comparative figures, 
to show the costs of insurance with 
stock companies and with mutuals, with 
particular reference to factory mutuals. 
This booklet also gives data attempting 
to demonstrate the superiority of stock 
company fire insurance, especially as ex- 
emplified by the Factory Insurance Asso- 
ciation, and other information to agents 


subject to mutual competition on sprink- — 


lered risks. 

After explaining the essential differ- 
ences between stock and mutual insur- 
ance, the National presents tables show- 
ing mutual insurance costs, dividends 
and stock company rates, also letters 
from important assureds expressing sat- 
isfaction over settlement of losses with 
stock companies. All in all, the booklet 
goes far toward convincing fire agents 
that the stock companies they represent 
provide sounder protection than the mu- 
tuals and, in the end, at lower costs. 

Following is an exhaustive compari- 
son of stock companies and mutuals, 
citing actual incidents to show the 
greater strength of the stock insurers: 


Stock vs. Mutual Insurance 


“The keen business man of today 
wants the best protection he can secure 
when he buys insurance. The fifty odd 
companies comprising the Factory In- 
surance Association have a combined 
surplus, including capital, over all liabili- 
ties of more than $299,000,000 and com- 
mined assets exceeding $752,000,000. 
Their stability is beyond question. 

“The stock companies have sufficient 
working capital to enable them to sell 
insurance at a low fixed cost, The 
mutual plan calls for a heavy initial de- 
posit many times the estimated loss cost. 
What is left at the end of the term for 
which the insurance is taken—after de- 
ducting losses and expenses—is then re- 
turned to the policyholder. The policy- 
holder does not know until the return 
has been figured what the actual cost of 
his insurance will be. Meanwhile, the 
assured is deprived of the use of the 
money which he has been obliged to de- 
posit with the mutuals in excess of the 
actual cost of his insurance—and busi- 

(Continued on page 24) 
























PHOENIX | 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test 
of time! 143 years of successful business 
operation. World-wide interests. Abso- 
lute security. 












Excellent Service and Facilities 


PHOENIX 





























75 Maiden Lane, New York | 


A factor 
in your choice of a company 
to represent 


The Insurance Company of North America laid the foundations 
for the American Agency system. It is only natural, therefore, that 


its service policies should offer agents every possible benefit and assist- 
ance. 





North America co-operation includes prompt attention to every 
service need, advisory and engineering service on individual risks, and 
extensive national advertising in the interests of the North America 
Agent. 


Insurance Company of North America 
PHILADELPHIA 


and the 
Indemnity Insurance Company of North Amenca 
write practically every form of insurance except life | 


Cathedral Builders 


Each is a cathedral builder—whether he be architect, master mason, 
or apprentice helper. And each is therefore entitled to respect. 

In the institution of life insurance every man and woman, in Field or 
in Home Office, is a builder in the great temple of life. Each is there- 
fore entitled to respect. 

And in this organization the man or woman whose production is 
small is held in the same fraternity as the man or woman whose 
figures are in thé million, provided only that conscience, loyalty, and 
industry animate the work. 


We have room for men and women of high ideals, who believe that 
life insurance is one of the supreme forms of social service. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 
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Indemnity Company } 


Company Practice In 
Salary Deduction 
and Non-Medical 


Sales Research Bureau Makes 
Important Study of Methods 
Being Used 


DIFFERENCE 





IN OPINIONS 


Most Offices Regard Forms As 
Competitive Factors; See 
General Adoption 








There is a widespread interest among 
life insurance companies in both salary 
deduction and non-medical business just 
now because the amounts of this busi- 
ness being written—especially the salary 
deduction—involves the question of 
competition and service to the agency 
force. The Life Insurance Sales Re- 


search Bureau has just completed a sur- 
vey of company practice and opinion as 
to the adoption of these forms which is 
the first study of the subject that has. 
been made covering a large number of 
companies. A summary of the report 
on the survey follows. 


Favorable Toward Salary Deduction 


Companies reporting to the Bureau on 
the question of salary deduction insut# 
ance indicate a decidedly favorable at- 


titude toward it. 


Like non-medical, its 
history is 


teo short to warrant~more 
than the most general conclusions. 
Seventeen companies report to the bu- 
reau that they are now writing salary 
deduction, and a like number are seri- 
ously considering its inauguration. 
There are eight or ten companies, 
among them the latest entrants in the 
field, whose experience and rules were 
not obtained. 

Briefly, under this plan “employees 
pay the whole of the premiums them- 
selves, but their emplover makes it a 
little easier for them by agreeing to de- 
duct the premiums from their pay 
checks each month.” The soundness 
of the theory back of salary deduction 
insurance is undoubtedly responsible for 
the genuine interest which it arouses, 
says the Bureau. Agents, making an en- 
tree to a group of employees, have 
found that employees of the average 
business organization are quick to see 
the advantage of the system and readily 
accept the proposition of insurance auto- 
matically maintained by means of a 
monthly premium deducted from the 
monthly pay check by the employer. 
Experience has shown that the employ- 
er himself becomes enthusiastic over the 
plan and often urges newcomers to take 
out a policy. 

Companies do not differ materially in 
their procedure in writing insurance on 
the salary deduction plan. At the In- 
surance Advertising Conference at 
Briarcliff, June 9, the suggestion was 
made that a standard name be adopted 

(Continued on page 6) 
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Hardy Perennials 


T was a hot day. We had stopped a moment for a 
drink of water at an old New England farm house. 
“This is a beautiful garden you have here,” I 
remarked to a grandmotherly old lady, knitting in the 
shade, who pointed out the way to the well. ‘That 
row of tiger lilies along the wall is especially pretty’. 
“Ym glad you like my flowers,” she replied, 
evidently pleased that I should have noticed them. 
“I planted them all myself. Not this year,” she 
added, as a look of surprise apparently showed in 
my face. “I’m too old to dig around in the garden 
now. But years ago when I was younger I planted 
them. All these flowers are hardy perennials. 
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Tue TRAVELERS Insurance ComPANY 
LIFE 


ACCIDENT Hartford : 


LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, 


They come up for me year after year without any 
attention at all.’ 

“Hardy perennials!’ Those were just the words 
I was seeking to describe accident insurance. Just 
like those lilies, an accident policy, once it is well 
planted, sends up its renewals year after year, asking 
little or no attention. And just as that garden of hardy 
perennials is giving that old lady so much satisfaction 
now, though she is no longer able to work in it herself, 
so a garden of good accident business will yield a 
Travelers agent great satisfaction in the form cf 
generous renewal commissions long after advancing 
years have forced him to drop active solicitation. 
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Tue Travecers Inpemniry ComPANY 
L. F, BUTLER, PRESIDENT 


Tue TRAVELERS Fire Insurance Company 


FIRE 
Connecticut WINDSTORM 


BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY, INLAND MARINE 


The Agency Department invites inquiries. Travelers representatives succeed. 
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Many Advantages in 
Income Policy Plan 


ooo 


CONSERVES POLICY PROCEEDS 


_—_——— 


f All Property Left by Decedents 
Balk ote Insurance; Big Waste From 
Lump Sum Payments 





“The desirability of income settlement 
by means of irrevocable provisions 
ynder life insurance policies is made 
¢rikingly obvious by two well-known 
contrasting facts,” says the Mutual Life 
of New York, in an interesting new 
hooklet the company has just brought 


least 87% of all property left an- 
qually by decedents in this country 1s 
composed of life insurance proceeds and 
that more than $1,000,000,000 is annually 
jst through swindling schemes, part of 
this amount doubtless being life insur- 
ance proceeds in possession of women 
or aged men. 

The difficulty of handling money and 
preserving principal funds further points 
the desirability. ; 

Through life insurance an income can 
be provided by: Py 

1, Payment of interest upon principal 
of policy proceeds, the proceeds eventu- 
ally being disbursed as may be pro- 
vided by the insured. 

2. Payment of specified instalments 
for a specified term of years. 

3. Payment of lifelong income of an 
amount determined by age of beneficiary 
at time of death of insured (table in pol- 
icy), income for.a known term of years 
(or commuted value of any part unpaid 
at death of beneficiary) guaranteed. 


4, Payment of selected instalments 
until principal and interest have been 
exhausted. 

The insured can make all these pro- 
visions irrevocable by the beneficiary. 

Following are some of the advantages 
of income settlement by policy provi- 
sions. No administrative procedure or 
fees—insurance payable to a designated 
beneficiary not being within the scope 
of a will. 

Relieves beneficiary of care and risks 
of loss. 

Eliminates reinvestment and its 
troubles. 

No percentage charges for care and 
conservation at any time. 

Not taxable under Federal Income 
tax law. 

A guarantee minimum rate of interest 
or return. 

Provides with certainty the specified 
amount of income (plus excess interest, 
if any) to designated beneficiary for 
term of years desired by insured. 

Unchangeable (if so requested) and 
unassignable by beneficiary. 

Such income provisions are unbreak- 
able, and because of the essential na- 
ture of the policy contract the insured 
can make a legacy that he knows will 
go intact where he intended it to go and 
in the manner he desired. 





ACT ON REBATING CASE 


Business Practices Committee of Life 
Underwriters Brings Herman Brandt 
Before Department 


The Business Practices Committee of 
the Life Underwriters Association of 
New York, of which W. R. Collins is 
chairman, has been effective in check- 
ing a number of cases of alleged rebat- 
ing or twisting, in one of which, that 
involved Herman Brandt of 522 Fifth 
Avenue. Superintendent of Insurance 
James A. Beha has issued a warning to 
the agent that a recurrence will result 
in the revocation of his license. The 
superintendent said that because Mr. 
Brandt had been for many years selling 
life insurance and that this was the first 
complaint against him he was loth to 
revoke the license. 











Our Duty 


The real: and truest test of a 


nation’s civilization is not in the 


number of its people but in its ideals. 
If these be high and chivalrous and 
we are imbued with righteous and 
wholesome patriotism, then the 
nation will find in us citizens with 
unimpaired virtues and strong minds, 
who will trample under foot any 
oppression that seeks to stifle liberty. 


Whether we dwell in city or town, 
village or hamlet, we should exercise 
a never-ending vigilance so that the 
principles of right and justice will 
never be interfered. with. Let us 
never forget the trust that is ours 
and let us guard well this peace and 
prosperity so that this country may 
continue to be a grand and noble 
homeland—admired, respected and 


blessed. 





The Prudential 


Insurance Company of America 
Epwarp D. DurrieELp, President 


Home Office: Newark, New Jersey 








Three Billion Mark 
Passed by Travelers 


RAPID PROGRESS SINCE 1919 





Now Has 620,179 Policies In Force; 
Sixty Years of Effort Since 
First Policy in 1865 





On June 24, 1925, the Travelers passed 

the three billion dollar mark in out- 
standing life insurance, this achievement 
representing sixty years of continuous 
effort on the part of the company. The 
first life insurance policy was written 
in 1865. The present figure indicates 
620,179 policies in force. 
_ Tracing the progress of the company, 
it is seen that in December, 1899, the 
one hundred million goal was gained, 
34 years after the writing of the first 
policy. Eighteen years later in Febru- 
ary, 1917, the company reached its five 
hundred million mark. From that time 
on rapid strides were made. The one 
billion dollar point was attained only 
two years later in August, 1919, while 
in December, 1922, the company passed 
its two billion dollar mark. Thus, in 
six years the Travelers has added over 
two billion dollars to its outstanding 
life insurance. 

This progress is indicative of the pro- 
gressiveness of the management who 
has always been careful in its fulfilment 
of responsibilities to policyholders. 
Among the reasons attributed to the 
Travelers’ consistent gain are the follow- 
ing: Waiving the payment of the semi- 
annual, quarterly or monthly premiums 
which remained unpaid in the year of 
death of the policyholders, so that the 
beneficiary received the full face value 
of the policy. The monthly premium 
plan which did not charge the policy- 
holder heavily for the privilege of easy 
payments; allowing the use of the certi- 
ficate binder, which permits Travelers 
agents to put in force additional 
amounts of insurance on new insureds; 
speeding up group claim payments by 
means of the telegraph; giving special 
inducements to policyholders to put in 
force additional amounts of insurance. 
This idea started in 1922.as “June for 
Life Policyholders,” and. has been suc- 
cessful in obtaining a big volume of 
new business from old policyhoiders. 





CATHOLIC PRIESTS INSURED 





Group Policy on 100 In Altoona Diocese 
For $5,000 Each Taken Out 
- + In Metropolitan 

One hundred Catholic priests of the 
diocese of Altoona, Pa., have been in- 
sured under a Metropolitan Life group 
contract for $5,000 each. This cov- 
erage, arranged for by the Right Rev- 
erend John J.. McCort, Bishop of the 
Diocese of Altoona, is the first offer 
of group insurance ever made _ to 
Roman Catholic clergymen in the 
United States. Under the plan the 
bishop is rated specifically as the em- 
ployer of the priests and as such will 
be entitled to use diocesan funds to help 
defray the cost of protection provided 
by the group program, which is co-op- 
erative, as the diocese and the clergy- 
men will jointly pay the premium. 


ADDS NON-MEDICAL FORM 


Fidelity Mutual Will Accept Risks Up 
To $2,000 Without Medical 


Examination 


The Fidelity Mutual Life has added 
the non-medical form to its list of poli- 
cies, effective July 1. It provides insurance 
up to $2,000 without medical examina- 
tion on both male and female risks. This 
policy will have the permanent total 
disability benefits as well as the double 
death feature. 





Perez F. Huff, general agent for the 
Travelers, sailed on the De Grasse of 
the French Line, recently. He will 
return on the S. S. Paris, September 16. 
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MEASURES OF SERVICE ‘: 








NEW YORK LIFE INSURANCE COMPANY ~ 
: 

Matured Endowments Paid A 

Or 

did 

DURING 1924 THE NEW YORK LIFE PAID tos 

$21,600, 154.36 a 

IN MATURED ENDOWMENT POLICIES - 

stud 

The ENDOWMENT POLICY is a combination of insurance and savings. It pro- ‘al 
vides for insurance during the endowment period, usually 10, 15, or 20 years—and re 


then, if the insured survives, for the payment of the policy in cash. In the combina- 
tion each part helps the other. In computing the premium to be paid the charge for h 


insurance is low because it is term insurance, and the charge for the endowment is 4 
low because only the survivors need to be provided for. ee 
he 

The insured provides for two contingencies—one of which is sure to happen. rs 

He will either die and leave the amount of his policy to his family, or he will live and - 
receive it himself. All he has to do is to keep up his policy—it keeps him insured and clic 
saves money for him. e 
( 

Every life insurance policy issued on the Ordinary Life, Limited Payment Life, Pr 

or the Endowment plan, contains a savings element. This element is a part or all of “ 
the reserve fund which the company must set aside for the policy and add to each pri 
year. The reserves of all its policies make up the bulk of a life company’s assets. ha 
The reserves on Ordinary Life and Limited Life policies reach the face of the 
policy at age 96, in the New York Life, and such policies are then paid to the insured Ps 
if living. Upon Endowment policies the. savings element reaches the face of the re 
policy at the end of the Endowment period. Ge 
lir 

The Endowment policy protects the insured’s family during their dependence and rs 

his own vigorous years, and protects his own old age in case he lives long. . 
hi 

Can the New York Life serve you under such a contract? a 


Endowment Policies did not come into use until policies began to be written with 
non-forfeiture provisions, in which action the New York Life was the pioneer in 1860. 
The Company paid its first matured endowment in 1871. ; 





Total amount paid in Matured Endowments, 1871-1924, $310,980,151.67 : 





NOT A COMMODITY—BUT A SERVICE 
| DARWIN P. KINGSLEY, President 














ef 








july 3, 1925 












Page 5 





—_— 
=— 


Russian Immigrant 
Now Leading Agent 


WITH JOHNSTON & COLLINS 





Moses Chasanov Writes Over $580,000 
in Travelers June Drive; His 
Interesting Career 





Compelled to flee from Russia because 
of his liberal views when 21, Moses 
Chasanov landed in this country in 1904 
with only $2.50 and no knowledge of the 
English language. Today he is one of 
the biggest producers in the Johnston & 
Collins Agency of the Travelers in New 
York and leads this agency in the “June 
for Life Policyholders” drive with over 
$580,000 in applications. 

One of the first things Mr. Chasanov 
did upon his arrival here was to buy a 
Russian-English dictionary, an evening 
in night school having convinced him 
that he could progress much faster by 
himself. He devoured the dictionary and 
within six months’ time knew English so 
well that he entered City College. While 
studying he supported himself by mis- 
cellaneous jobs, even trying his luck at 
selling newspapers. The going was hard 
and he was only able to stay in college 
for a little over a year. 


How He Entered Business 


_In 1911 Mr. Chasanovy was attracted to 
life insurance and joined the New York 
Life. For three years he plugged away, 
progressing so slowly that he didn’t even 
make the lowest Nylic Club. One day 
he sold a $5,000 policy on the. ordinary 
life plan. When the man came back, 
disgruntled, saying the policy didn’t fit 
his needs, Mr. Chasanov awoke to his 
shortcomings. He couldn’t give his 
client an adequate explanation because 
he didn’t understand life insurance thor- 
oughly. 

On his own initiative he spent the 
next three months at the New York 
Public Library, delving deeply into the 
history of life insurance in all its phases. 
Then he returned to his office and sur- 
prised his manager by writing $100,000 
in the next two months, more than he 
had averaged in his entire three years 
with the company. One result of his 
study was his conscientiousness in de- 
livering a policy exactly as he had prom- 
ised it. He would rather lose a big sale 
than to lose his reputation for honest 
representation of a contract. 

It was at this period that he met 
George W. Johnston of Johnston & Col- 
lins Agency, who saw possibilities in 
him. Under Mr. Johnston’s leadership 
he paid for $258,000 in his first year with 
the Travelers. His production since then 
has averaged around $500,000 per year, 
his chief selling weapon being income 
insurance. Most of his clients are 
foreigners. 


Uses the Bible in Selling 


Mr. Chasanov refers to newspaper ac- 
counts of accidents, fires and deaths fre- 
quently in -his sales talks. In fact he 
considers them the most potent argu- 
ment in closing sales. In his circular- 
izing he attracts a good deal of attention 
by illustrating his points with examples 
from the Bible. Invariably such illustra- 
tions hit the mark and gain new clients 
for him. One of his unique selling stunts 
is to stop a stranger in the street, make 
his friendship and then sell him insur- 
ance. This he has done on more than 
one occasion. 








Mutual Life’s Simplified Policy 
"SPECIMEN “yume POLICY. 







oN 






orNiny lors, 


(First Policy issued February lst, 1843) 






































WILL PAY 
to the Insured’s_ atin _—, the Beneficiary, 
Doll 
Se (eco Amount of this Policy? — 
upon receipt of due proof of the death 
of___= a ; the Insured, 
or’ 
Cause Goodin Gs bos dana ch oes Oa — Do! 
upon receipt of due proof that such death resulted from bodily injury effected solely through external, violent, 
and accidental means, and d within ninety days after such injury, all upon the conditions set forth in Section 1, 
AND 
if the Insured is totally and presumably permanently disabled before age 60, 
WILL PAY 
psaury to the Insured_—- : _--Dollars monthly 
(iixcom: during such disability, increasing after five and ten years continuous disability,-besides waiving premium 
‘warvencr payments, all upon the conditions set forth in Section 3. 
This Policy also provides for 
Optional Modes of Settlement (Section 2), Loans’ (Section 7), Cash Value (Section 8), 
Annual Dividends (Section 4), A Options on Lapse—Continued Term Insurance, Paid-up 
CeNERAL: Application of Dividends to make Policy fully paid or Insurance, or Cash Value (Section 9), 
mature as an Endowment (Section 5), Grace in Payment of Premiums (Section 12), 
Privilege of Change to other Forms of Policy (Section 6), Privilege of Reinstatement (Section 13). 
This Policy is iseued in consid of the application and of the payment of the first premium of 
Dollars, receipt of which is hereby acknowledged, and of the payment to 
= the Company of. Dollars (of which Dollars 
is the premium for the Double I Benefit and Dollars the premium for Disability 
Benefits) on each day of : me as 
antil the death of the Insured. 
‘The succeeding pages. 2, 3, and 4 of this Policy are # pert of this contract. 
In Witness Whereof, the Company has caused this Policy to be exeeuted this ____.__ 
day of. - -192__5 
_SPECIMEN _ secretary. —SPECIMEN _ president 
Countersigned_.9.P:E CIM EN 
#8 AMOUNT OF INSURANCE PAYABLE AT DEATH DOUBLE INDEMNITY FOR DEATH BY ACCIDENT. TOTAL AND PERMANENT DISABILITY BENEFITS 
ORDINARY LIFE _ PROVIDING FOR INCREASING MONTHLY INCOME AND WAIVER OF PREMIUM ANNUAL DIVIDENDS. FREMIUMS PAYABLE FOR LPR. UNLESS 
ENC DIS. AND D, f. DIVIDENDS APPLIED TO SHORTEN PERIOD. 





Mr. Chasanov is gifted with a high 
optimism, keen imagination and is a 
forceful, interesting talker. His chief 
lobby is reading, his favorite book being 
the Bible which he recommends to every 
agent because of its inspirational qual- 
ities. Two other favorites are “Medita- 
tions of Marcus Aurelius” and “The 
Life of Hellen Keller.” 





MADE ASSISTANT COUNSEL 

Norman L. Baker has been made as- 
sistant counsel in the legal department 
of the Northwestern Mutual Life. Mr. 
Baker is a graduate of the University 
of Wisconsin Law School. He_ prac- 
ticed law with his father, the late Myron 
A. Baker, in Kenosha, following which 
he was assistant district attorney of 
Milwaukee County for four years. He 
is president of the Milwaukee Bar As- 
sociation. , 


BRINGS OUT NEW TERM POLICY 


Equitable of Iowa Offers Participating 
Ten Year Term Contract at Low 
Net Cost 


Since entering New York State, the 
Equitable of Iowa has brought out a 
new participating ten year term policy, 
written with the waiver of premium 
disability and double indemnity bene- 
fits. The net cost over a period of five, 
eight and ten years at different ages is 
as, follows: 


Age SYrs.- .8.¥es.. 10:Yrs. 
BM eo ec BES $38.33 $60.97 $75.89 
Wei tabeckedceus 40.71 64.68 80.51 
eis wlacoewes 44.68 71.08 88.42 
Miss inated 53.60 85.01 105.46 
BS i uk ede: 68.87 108.71 134.36 
bs SER a apa cae RCE 95.67 150.51 185.56 
BO Saws oes « 140.87 221.30 272.22 














Results in June 
Drive for Travelers 
BEATS LAST YEAR’S RECORD 


N . 

woh ey We aman 

in $6,090,000 
on June 30 

Travelers agents in Greater New York 
wrote a total of about $51,000 000 of ite 
pec her during the “June Life 
Ci tata, drive, exclusive of group. 
i , representing over 9,600 ap- 
psications does not include the production 
of the Yonkers and Newark branches of 
the company. June 30 was designated 
as ‘Travelers Greater New York Agents’ 
Day, local agents turning in over 1,000 
applications for well over $6,000,000. 
Returns from the entire country in- 
dicate that agents of the company wrote 
more than $30,000,000 in the third week 
of the campaign, bringing the total to 
over $90,000,000, exclusive of group and 
wholesale plans 1 and 2. This figure 
exceeds the total ordinary business writ- 
ten in the full month of June, 1924. June 
specials for the third week again ex- 
ceeded $19,000,000 and the regular busi- 
ness amounted to over $11,000,000. The 
total business for the three weeks is 
comprised of over $56,000.000 in June 
specials and $34,000,000 in regular busi- 
ness. The special volume for the three 
weeks exceeds the special volume for 
the full month last year by $8,900,000. 


for 


Bookstaver Agency Leads 

According to the latest returns, the 
Joseph D. Bookstaver General Agency 
leads in the Greater New York territory 
with $8,000,000 of submitted business dur- 
ing the month, representing 1,668 appli- 
cations. This agency turned in almost 
$2,000,000 of new insurance on June 30 
for 247 applications. At an agency meet- 
ing held in the New York Press Club 
on Wednesday it was announced that 
the Bookstaver Agency was in the lead 
throughout the entire country from Jan- 
uary 1 to June 1 in new _ paid-for 
business. 

Vice-President James L. Howard has 
extended the drive until July 18 in order 
to accommodate those agents who have 
not been able to call on all of their old 
policyholders. 


THOMAS F. ‘BARRY DIES 


President of Globe Mutual Life of 
Chicago Succumbs to Apoplexy 
in Asbury Park 

Thomas F. Barry, sixty-nine, president 
of the Globe Mutual Life, fell dead from 
apoplexy, Tuesday, in the North End 
Bathing Pavilion, Ocean Grove, N. J. 

Mr. Barry had been president of. the 
Globe Mutual since he organized it in 
Chicago in 1895. He was born in Lim- 
erick, Ireland, June 18, 1856, and went 
to London at the age of nineteen, where 
he entered the employment of the Pru- 
dential Assurance Company. About seven 
years later he came to America for the 
Metropolitan Life Insurance Company 
and was given an agency at Albany, N. 
Y. He came to Chicago in 1895 to organ- 
ize his own company. 





Endowment Policies for 
Holy Cross 1925 Graduates 
Practically all the members of this 
year’s graduating class at Holy Cross 
College, Worcester, Mass., have taken 
out college endowment policies through 
the Metropolitan Life, as a gift to their 
alma mater. Each graduate has been 
ingured for $250, and these policies will 
mature in 25 years. 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 
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Salary Deduction 
(Continued from page 1) 


for this type of insurance, on the premise 
that there is now a rather formidable ar- 
ray of different names all describing es- 
sentially the same thing and that if 
one clear-cut name were generally 
adopted, public recognition and accep- 
tance would be more easily established 
than will be the case with the scattered 
group of names now in use. As a gen- 
eral thing a letter is first signed by the 
employer, and sent immediately to. the 


Home Office. Upon its acknowledge- 
ment, the agent may solicit the em- 
ployees. 


Limits and Restrictions 


The companies which write salary de- 
duction fall into two groups with regard 
to limits and restrictions—those which 
require medical examination with all ap- 
plications, and those which will waive 
examination when a certain minimum of 
employees in one concern apply under 
the system. We shall consider, first, the 
two groups together, with regard to 
certain items on which the question of 
examination has no bearing. 

There is a considerable variation in 
the demands of companies as to condi- 
tions under which the salarv deduction 
plan becomes effective. The following 
table shows the minimum requirements 
of the various companies: 


Minimum Minimum 
in number amount of 
Company *Class of lives insurance 
I A Five $1,000 individually 
II C No minimum No minimum 
III D_s#Five No minimum 
IV D Twenty $20,000 
Vv D_Five $10,000 
VI C Nominimum $10,000 
VII Cc Four $10,000 
VIII B No minimum $10,000 providing 
total months 
premium is $20 
Ix B No minimum No minimum 
x B en No minimum 
XI C Five $10,000 
XII B Ten $20,000 
XIII C Firm must No minimum 
have 25 em- 
ployees 
XIV A Ten or $20,000 on five 
lives 
XV A No minimum _ $10,000 
XVI A Five $10,000 
XVII A Nominimum $20,000 





*Companies classified according to size: 


Group A—Companies with $400,000,- 
000 or more in- force. 

Group B—Companies with from $150,- 
000,000 to $400,000,000 in force. 

Group C—Companies with from $50,- 
000,000 to $15,000,000 in force. 

Group C—Companies with under $50,- 
000,000 in force. 

Fourteen out of seventeen companies 
fix the minimum amount for one life 
at $1,000, two at $1.00 per month in 
premiums, and one sets no lower limit. 

The general practice is to grant dis- 
ability and double indemnity benefits 
with these policies in accordance with 
the Company’s current practice in writ- 
ing individual policies. Ten companies 
write no term insurance under the sys- 
tem; seven companies do write term, 
three with restrictions as follows: (1) 
if taken in amount of $2,500 or more; 
(2) five year term only; (3) males only. 
Substandard business is written under 
this system in nearly all casés according 
to the Company’s underwriting rules for 
sub-standard business. 


Owing to State restrictions, a few 
companies have changed their method of 
computing monthly premium rates. 
New York, Pennsylvania and Connecti- 
cut have rules which prohibit using 1/12 
of the annual rate as a monthly rate. 
There are two companies reporting, not 
affected by this ruling, which figure 
monthly premiums on this basis. Five 
companies charge 1/3 the quarterly rate; 
four companies charge 1/12 of 105% of 
the annual; two companies charge re- 
spectively 1/12 of 104% and 1/12 of 
110% of the annual rate; one company 
charges 8.8% and two, 9% of the annual 
rate. 

When the employee withdraws from 
the concern employing him when his 
policy was written, companies generally 
make some provision for a change in 
the schedule of premium payments, if 
the monthly premium is less than the 
Company’s minimum. The application, 
or the request for deduction may con- 
tain such a provision. 


Without Examination 


Ten companies do not require exam- 
ination of all applicants for salary de- 
duction insurance; this number includes 
five companies which write regular non- 
medical. 

In two of these, the Company’s non- 
medicai regulations apply. In another 
company, salary deduction without ex- 
amination can be written only in groups 
of fifty or more, and at least 75% of 
the group must take out insurance; 
otherwise a short form of examination 
is required. One company sets as its 
minimum without examination, twenty 
lives; five others set ten lives. In three 
companies, not included in the fore- 
going, all applications for salary deduc- 
tion may be submitted without examina- 
tion. In all cases, the applicant agrees 
to the Company’s right to an examina- 
tion if it is thought expedient. A short 
examination form similar to the follow- 
ing is generally used for a smaller num- 
ber of applicants than the minimum 
required ‘for non-medical. 


Non-Medical Business 


It is still too early in the progress of 
non-medical insurance in the United 
States to draw even the most general 
conclusions as to its tried practicability. 
Individual companies, in considering the 
advisability of entering the non-medical 
field, have looked to Canadian precedent, 
and are apparently finding it applicable 
to conditions in the States. 

An American precedent in non-medi- 
cal, which is frequently overlooked, may 
be found in the early experience of one 
of the oldest mutual companies, whose 
members “for-a period of five years, at 
least, after organization, were insured 
simply upon the certificate of a friend, 
who vouched for the applicant as being 
a man of good mora) character, and to 
his best knowledge and belief free from 
disease. The applicant underwent the 
personal inspection of the president. 

The questions now known in the 
medical certificates of today were not 
known or even dreamed of a half cen- 
tury ago. This was the form in gen- 
eral use: “I have examined............ 
an applicant for life insurance in the 
baie adh aes Oa eres be wai ante Company, and 
certify him to be in good health, and 
a good insurable life,’ or words to that 





Policies backed by one of the very stronges' 





The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 


t companies in the country, 
| eatin and: Bhahewt aeeniand of nents Sian 


Eavesin opportunity ts offered to poste of 
character and ability. Communicate at once with 
' Agency Department, 77 Franklin Street, Boston. 








effect. The increased complexities and 
more extensive experience of under- 
writing brought about the present- -day 
highly developed medical examiner’s re- 
port. 

Out of 139 replies to a recent question- 
naire, the Bureau received replies from 
sixteen companies which are writing, or 
are all ready to write, the so-called “non- 
medical” business on the common forms, 
excluding those which limit it to one 
particular form, or in some other way 
restrict it so that it could not be called 
a practice of the Company. The re- 
mainder of the companies almost in- 
variably express a deep interest in the 
subject, and twenty-three companies are 
considering its inauguration. 

The two reasons most frequently of- 
fered by companies for the writing of 
non-medical are (1) the experience of 
Canadian companies, and (2) the belief 
that it has come to stay and that it will 
be generally adopted by American com- 
panies. These companies also indicate 
that they, like the Canadians, expect to 
avoid the expense, inconvenience, and 
delay, and often the inadequacy of medi- 
cal examinations on small risks, par- 
ticularly in rural territory. 

A few companies cite as a reason for 
its adoption that it is a service to the 
agency force, and a stimulating factor 
to the production of new _ business; 
others that the integrity of their agency 
organization justifies its adoption. The 
argument that increased mortality is 
bound to result through adverse selec- 
tion is met by the conviction that if such 
a condition should prevail, the saving of 
time and expense in the elimination of 
examinations would compensate. One 
company gave its general agents the 
privilege of accepting or rejecting the 
plan for their individual agencies. There 
were very few rejections. 


Gestion «0 


GREATEST 
ILLINOIS 


COMPANY 


December 1, 1924, is the earliest date WA N TS ‘eT ele@) B) M E N 


on which non-medical was written by 
any company included in the Report; 
two companies began January 1, 1925, 
two in February, four in April, four in 
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May, and two expect to begin about VAAL oo PAY TH EM WEL 


July 1. 



























ing itself an able producer. 


Guardian is doing. 
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Every Month a 
“Best” Month 


ROM the way in which our business has grown, 
every month in 1925 is likely to be a “best” one. 


Men who know us will tell you that this growth is due 
to a progressive management and an aggressive per- 

sonnel. Back of them is a financial strength that places 
this company among the strongest of the strong. 


Sales promotion is carried on in a practical way by a 
lead-getting service which nets the fieldman about six 
times in commissions the investment made. Supple- 
menting this is an advertising program which is prov- 


Guardian fieldmen are equipped for a better success, and 
because they are it is only natural that quite a few of 
the better producers have seen fit to cast their fot with 
us. Let us tell you the whole story of what The 


T. LOUIS HANSEN, Vice President 
THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 

Founded 1860 under the Laws of the State of New York 
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Limits and Restrictions 
The age limits of applicants for non- 


"medical insurance are in most cases 


fifteen to forty-five years, although two 
companies raise the lower limit to eigh- 
teen and twenty years respectively. 
Both sexes may be written without ex- 
amination in half the companies report- 
ing. The remainder of the companies 
accept males and unmarried self-sup- 
porting females. In regard to the plans 
which may be written non-medically, 
with a few exceptions term insurance 
alone is excluded. One company writes 
all forms non-medically. Several com- 
panies, not included in this report, write 
only special forms, such as child endow- 
ment, educational endowments, and the 
like, without requiring examinations. 
The restrictions as to amount vary 
more widely than those above. This is 
partly due to rulings in some states 
which prohibit insurance written with- 
out examination, or limit the amount to 
On April 16, 1925, these states in- 
cluded Arizona, Georgia, Idaho, Indiana, 
Iowa, Massachusetts, Minnesota, Mis- 
sissippi, Nebraska, North Carolina, Okla- 
homa and Washington. There are com- 
panies licensed in these states which 
write larger amounts on +a short form 
of examination. Of the companies re- 
porting to the Bureau, the majority do 
not make use of this short form; one 
of these contemplates doing so. $500 
is the lowest, and $5,000 the greatest ini- 
tial amount written non-medically by 
the companies reporting. A group of 
companies write $2,000 on males and 
$1,000 on females; another group writes 
$2,000 on both males and females. $2,500 
is the limit accepted in two companies 
on ordinary life; one of these takes 


_ $3,000 on a short endowment. The high- 


est limit, $5,000, has just been set by one 
of the earliest companies to enter the 
non-medical fields. This company is 
the only one reporting which has raised 
its limit, which it has done twice, first 
from $2,000 to $2,500 and two months 
later to the present limit. 

In most cases, additional insurance 
without examination may be obtained at 
intervals of one year until the maximum 
amount of non-medical on one life is 
reached, although some companies do 
not have a waiting period. This maxi- 
mum is usually the same as that for the 
initial policy, although one company has 
not set a maximum in this respect. One 
of the newer companies in the field will 
write amounts up to the limits of its 
home state, providing a two-year wait- 
ing period has been observed after the 
Company’s initial maximum on _ non- 
medical has been written. Another com- 
pany sets its maximum at $2,500 unless 
examination has been made within the 
preceding year and a standard policy 
issued by this company, in which event 
$10,000 is the limit. 

American companies have not estab- 
lished a central clearing-house, in which 
a record of every non-medical applica- 
tion is kept, and made available to all 


(Continued on page 8) 
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The Connecticut Mutual 
Life Insurance Company 


Hartford—Over 78 Years in Business—Conn. 
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John Hancock Mutual 
Makes Policy Changes 


LIBERALIZES JUVENILE FORMS 





John Hancock Mutual Life to Issue 10c 
Weekly Premium Policy at Ages 
From 1 to 9 Years 





The John Hancock Mutual Life will 
hereafter issue a 10 cent weekly premium 
life policy at ages 1 to 9 inclusive. The 
benefits under this new policy will be 
slightly in excess of twice the amount 
of the benefits under the company’s 5 
cent weekly policies, but the maximum is 
not reached until a year later than under 
the present 5 cent policies. The company 
will also issue the so-called “Minor Twenty 
Year Endowment Policies” in multiples of 
the 5 cent weekly premium, as follows: 

Ages 1 and 2, Maximum 20 cents 

Ages 3 and 4, Maximum 25 cents 

Ages 5, Maximum 30 cents 

Ages 6, Maximum 35 cents 

Ages 7 and 8, Maximum 40 cents 

Ages 9, Maximum 45 cents 

The increase of limits adds materially 
to the opportunity for writing juvenile 
endowments. A new form of the 25 cent 
endowment policies for minors has alg- 
been formulated which will be issued at 
ages 1 to 9 inclusive. 


Massachusetts Mutual Life’s New Home Office 


The accompanying picture is from a 
photograph of a model of the beautiful 
new home office building of the Massa- 
chusetts Mutual Life, which is now in 
course of erection on an extensive tract 
of land in Springfield, about two miles 


east of the business center of the city. 
Recently ground was broken with for- 
mal ceremonies when President Wil- 
liam W. McClench turned the first soil 
for the excavation with a silver-plated 
spade. 


The building will have a frontage of 
390 feet and a depth of about 300 feet. 
It will be four stories high, each floor 
having a floor area of 75,000 feet. The 
structure will be in the form of a hol- 
low square with two courts. 
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George Moore Leads 
John Street Branch 


OF TRAVELERS IN NEW YORK 





Wrote $549,000 on 72 Lives in June Drive; 
Friendliness His Strongest Point 
in Making Contracts 





George E. Moore, who has been an 
agent for the Travelers for the past 
eighteen years and with the John Street 
Branch, New York, since 1913, leads this 
branch for “June for Policyholders’ 
Month,” and ranks high among the lead- 
ers for the entire country. Mr. Moore 
turned in $549,000 in applications on 72 
lives. 

Having a record for being one of the 
most consistent producers in the com- 
pany, Mr. Moore averages from $500,000 
to $1,000,000 in paid-for life business 
yearly, as well as a good-sized volume 
in other lines. One of the chief reasons 
for his success is that he keeps in con- 
stant touch with his policyholders, which 
include some of the biggest executives 
in New York. His policies range all the 
way from $1,000 to $200,000. 


How He Entered Life Insurance 


Mr. Moore, a native of Pennsylvania, 
had his first business experience in the 
mining business. In time he rose to be 
the manager of a coal mine in West Vir- 
ginia. One day one of his superintend- 
ents came to him with the question, 
“I want to take out some insurance in 
the Travelers. Do you know who will 
handle it for me?” Upon investigating, 
Mr. Moore discovered that there was no 
agency in the vicinity through which his 
men could take out. necessary insurance. 
Whereupon he took out an agent’s con- 
tract himself and sold everyone for miles 
around. He was so successful, in fact, 
that he left the coal fields and came on 
to New York to devote his entire time 
to insurance. 

The strongest point in Mr: Moore’s 
make-up is his disarming friendliness. A 
good many of his smaller policies are on 
the lives of the telephone girls, clerks, 
cashiers and office boys in the offices 
that he visits. He is a tireless worker, 
which is evidenced by the fact that his 
name has appeared prominently in every 
Travelers’ contest. He is not a believer 
in high-pressure metheds, feeling that 
the average business man does not ap- 
preciate insurance sold to him in this 
manner. 

Mr. Moore is a former Mayor of 
Rochelle Park, New Jersey, where he 
takes an active interest in civic and 
church affairs. He has two sons at 
college. 





INCLUDES PREMIUM WAIVER 

Vice-President and Actuary Paul V. 
Montgomery of the Southland Life, has 
announced that the waiver of premium 
disability benefit is to be included with- 
out charge on all term policies taken 
after June 15, 1925. 








A Record 








The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 


I Organized 1851 i 


of Service 














ELECT NEW OFFICERS 

At the annual meeting of the Pitts- 
burgh Life Underwriters the following 
officers were elected: F. W. Ries, Jr., 
manager of the Pittsburgh agency of 
the Canada Life,. president; Holgar 
Johnson, of Connecticut Mutual, first 
vice-president; John G. Howley, of 
Union Central, second vice-president, 
and R. A. Locke of the Northwestern 
Mutual, treasurer. Five new members 
were elected to the board of directors 
for three years. They are as follows: 
N. E. Degen, Aetna Life; William Wood, 
U. S. Life; Frank A. Wesley, Colum- 
bian; William M. Duff, Equitable Life 
of U. S. A., and Harry Snyder, Guardian 
Life. 





The sub-branch of the Travelers at 
Jamaica, Long Island, has been made 
into a full-fledged branch, effective July 
1. David Niver, formerly field assistant 
for the company in this office, has been 
promoted to manager under the new ar- 
rangement. 


HONOR WILLIAM M. WOOD 





Edward A. Woods of Pittsburgh, Gives 
Luncheon in Honor of Well Known 
General Agent 


Edward A. Woods of Pittsburgh, gave 
a testimonial luncheon on June 23 to 
William M. Wood, manager of the Pitts- 
burgh agency of the United States Life. 
Mr. Woods, acting as toastmaster, in 
most laudatory terms, spoke of him as 
a man of sterling character, of his un- 
selfishness, possessed of. the highest 
ideals, whose work in both the national 
and local organizations was of a lasting 
nature; that he had never missed a meet- 
ing of the National Association and had 
done more than any other man toward 
the upbuilding of the Pittsburgh Under- 
writers’ Association. It was for this rea- 
son that he had gathered his friends in 
the insurance world to pay homage to 
him as a man and as a general agent. 





holders. 





Founded 1867 





Satisfied Policyholders 


More than 29% of all business written in 
1924 was placed on the lives of old policy- 
What better evidence could there. 
be that policyholders appreciate the “golden 
rule” service of Iowa’s Oldest Company? 

Men desiring to become agents for a good, old 


line company will realize the advantage of a con- 
tract with this company of satisfied policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 


OF IOWA 
Home Office: Des Moines 
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Salary Reduction 
(Continued from page 7) 


companies contributing. The coopera- 
tion of the contributing companies to 
such a clearing-house is intended to 
eliminate to a great extent the possibility 
of a man’s taking_out a large amount of 
non-medical in a short time in different 
companies, thus building up an estate 
composed disproportionately of insur- 
ance without examination. The Cana- 
dian companies, in order to eliminate 
this hazard, have found it advisable to 
pool their non-medical application rec- 
ords at a central exchange. The func- 
tioning of this Exchange is described in 
the following comment: 

“With reference to the Exchange con- 
ducted by the companies writing non- 
medical insurance, I might say that the 
plan of operation is as follows: Each 
applicant received at Head Office is im- 
mediately reported to the Bureau by 
means of a card containing the name 
birth date, and occupation of the appli- 
cant, and the number of the reporting 
company. These cards are put through 
the file, and if the applicant has been 
reported previously each company in- 
volved in the duplication is notified 
either by phone or wire. The companies 


.then notify each other whether or not 


their papers are clear, and any unfavor- 
able information is either phoned or 
wired. The cost of the exchange works 
out at about 3 cents per case. As re- 
gards the value of the exchange, it is 
difficult to say. There have been a few 
cases where the system has proved of 
service, but when the volume of non- 
medical business transacted is taken 
into consideration, it is rather difficult 
to determine the actual value of the 
exchange.” 

In checking up the amount an appli- 
cant for non-medical has been granted 
in other companies without examination, 
a few companies include in the applica- 
tion, following a statement of insurance 
already carried by the applicant, a ques- 
tion similar to this one: “Was any of 
this insurance issued without medical 
examination? If so, list policies issued.” 
Inspection reports for non-medical also 
furnish this information. However, a 
number of companies report that they 


have no check-up with regard to this 
matter. 





BUFFALO SCHOOL OPEN 


The second summer school of life in- 
surance selling opened at the University 
of Buffalo, under direction of Griffin M. 
Lovelace, director of the life insurance 
classes at New York University. Studies 
outlined will be similar to those of the 
past. The class is under the auspices 
of the Buffalo Life Underwriters As- 
sociation and many of its members have 
signed for the course. 











support. 





EVOLUTION versus 
FUNDAMENTALISM 


Many real producers have evolved from the crude beginning of 
a slap on the back and a cheery “go get ’em.” They had the 
inborn courage to fight it through. 

But we are fundamentalists businesswise. We believe an agent 
has a chance to climb higher, to earn more and serve better if 
he has the fundamental foundation of proper training and constant 


The Lincoln National Life Insurance Company gives its men 
a thorough training course and the help of experienced producers. 
It backs up this profitable aid by Home O: 
delivers the goods promptly and effectively. 


(LINK UP (win THE? JLINCOLN) 


fice service which 





Lincoln Life Building 








The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


More Than $365,000,000 in Force 


Fort Wayne, Indiana 




















Pennsylvania 


1865 








Provident Mutual 


Life Insurance Company of Philadelphia 





Sixty Years Old 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 
and also of a Direct Mail Campaign. 


Founded 1865 
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Insurance Steps in 
When “Key Men” Die 


TOLD IN “NATION’S BUSINESS” 





Article by Dr. Stevenson of Equitable 
Society Shows Wisdom of Insuring 


Business Executives 





Dr. John A. Stevenson, second vice- 
president of the Equitable Life Assur- 
ance Society, makes the statement in an 
article in the “Nation’s Business” that 
there may be a more urgent need for 
business insurance to protect the in- 
terests of the corner groceryman in the 
small town, or the garment manufactur- 
er in a New York loft, or the small real 
estate dealer working in undeveloped 
territory, than there is for insurance to 
protect the interests of a firm with a 
world-wide reputation or a great cor- 
poration. He said that a man came 
into his office a few days ago to point 
out the fact that most insurance ad- 
yertising did not, in his opinion, “hit 
the nail on the head” since it failed to 
show to most men just what would 
happen to their families’ incomes were 
their ability withdrawn. 


When the Key Man Dies 


To back up this opinion Dr. Stevenson 
cites the following cases. Take, for ex- 
ample, the case of two young men who 
started in business with the idea of put- 
ting a certain product on the market. 
One was an expert chemist capable of 
handling the manufacture while the 
other was a first-class salesman with no 
technical training. 

If the small factory in which this 
product was manufactured had burned to 
the ground, the first question asked 
would have been “Was the loss covered 
by insurance?” The same question 
probably would not have been asked in 
case of the death of one of the partners 
yet the loss would have been far more 
serious to the other partner as well as 
to the man’s own family. 

It goes without saying that business 
insurance can’t replace the life that is 
lost any more than personal insurance 
can. On the ‘other hand, it can do just 
what personal insurance can do—it can 
step in financially to take the place of 
the lost earning power. 

In what way business insurance may 
step in depends, of course, on the par- 
ticular situation. In the case of a cor- 
poration it may serve as a means by 
which those actively interested in the 
progress of the company may keep the 
stock in their own hands. 

In the case of a partnership, it may 
make it possible for the survivors to 
buy out the interest of the deceased 
partner’s widow. 

In the case of a one-man business it 
may permit the man’s family to retain 
the business long enough to realize on 
his investment. In each case, however, 
it is serving its primary function—pro- 
viding indemnity against joss. 

These is no sharp distinction to be 
drawn between business insurance and 
personal insurance. A real estate man, 
for example, may do business on the 
minimum amount of capital. His abil- 
ity and personality, however, make it 
possible for him to earn a very good 
income for his family. There is little 
doubt about his success unless his earn- 
ing power should be cut off. : , 


Insurance Stabilizes Credit 


But if that earning power is cut off, 
what happens? Usually the man’s fam- 
ily is not in a position to run the business 
and they must, therefore either find 
a substitute capable of taking the own- 
er’s place or they must sell the business. 
Whichever plan is adopted, business in- 
surance would be valuable. In the one 
case, ready cash would increase the 
chances of getting the right man to run 
the business, or the funds available 
would make it possible to keep the’ busi- 
hess going temporarily until it could be 
sold at a profitable figure. 











half years. 


D. W. CARTER, Secretary 
STEPHEN IRELAND, 
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State Mutual Life Assurance Company 


of Worcester, Massachusetts 


A RECORD OF 80 YEARS OF 
ACTIVE BUSINESS 


noted for strict adherence to the principles 
of pure mutuality and a recent growth indi- 
cated by the fact that the Company has 
doubled in size in less than seven and one- 


Superintendent of Agencies 


B. H. WRIGHT, President 




















Another use of business insurance is 
as a promoter and stabilizer of credit. 

Credit, as applied to modern business, 
is a very complex thing. Fundamental- 
ly, however, it is simply the belief that 
scmebody will do something he has 
undertaken to do. 

Credit is often more valuable than 
capital. As every business man knows, 
there is the constant desire and tendency 
to make capital in possession produc- 
tive. This may lead either to invest- 
ment in fixed assets which cannot be 
easily liquidated or in securities which 
may be liquidated at a loss. 

Credit, on the other hand, represents 
a call or command on capital to meet 
temporary or seasonal demands of the 


business. It is, therefore, easy to see 
why since in the larger number of 
credit transactions human life is a fac- 
tor, insurance on the human assets of 
a business may be of vital and far- 
reaching importance. 


When Money Is “Tight” 


business insurance is also used to 
create a sinking fund or emergency fund, 
to provide for some definite object or 
possible contingency. If, for instance, 
funds will be needed at some future date 
for the replacement of machinery or for 
the retirement of a bond issue or the 
amortization of a mortgage and, if, in 
the meantime, the ability of the cor- 
poration to meet the obligation would be 
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Inheritance Tax Information 
in Convenient Form 


Our legal department has prepared a 
very useful pamphlet showing taxes 
payable to Federal and State govern- 
ments by estates of various sizes. 


For all the principal corporations it 
gives state of incorporation, necessary 
information in view of the fact that the 
latter usually imposes a transfer tax 
upon stock held by non-residents. 


We have received hundreds of re- 
quests for this booklet which have been 


referred to our agents. 


Sample copies 


to brokers on request. 





affected by the death of an individual in 
the organization, it is obvious that an in- 
surance policy on the endowment plan 
would be of great value to the corpora- 
tion. By this plan, the funds would be 
available when needed whether the key 
man lived to see the completion of the 
plan or not. 

Just as the by-products of many in- 
dustries have eventually turned out to 
be the main products of the industry, so, 
in many cases, the chief value of busi- 
ness insurance has been in its use for a 
purpose other than that for which it 
was bought. In most cases, life insur- 
ance has not been bought primarily for 
the loan values. In times of financial 
stringency, however when money was 
“tight,” more than one business has 
weathered the storm through the funds 
available as the loan value of a life in- 
surance policy. 

Business concerns have been known 
to pay the wages of employes in times 
of panic through the use of the cash 
value of life insurance policies. A cer- 
tain corporation which, during the past 
few years, has grown large and pros- 
perous, owes its success largely to busi- 
ness insurance. Several years ago, when 
it was a comparatively small concern, 
an exceptional opportunity to extend its 
business occurred. All the company’s 
borrowing resources were equal to only 
two-thirds of the capital necessary. The 
balance was furnished by the loan values 
of some business insurance which was 
carried on the lives of the members of 
the company. 


The One-Man Business 


In many cases the one-man business, 
big or little, needs credit insurance even 
more than the partnership or a cor- 
poration needs it. One of the former 
presidents of the National Association 
of Life Underwriters gives these as the 
chief reasons why insurance is often of . 
vital importance in a concern of this 
type: 

“First, because it is usually less able 
to comply with collateral loan require- 
ments. Then, too, the human equation 
looms larger in the lender’s mind in such 
cases. The skip of a few heartbeats 
may mean the wind up off the one-man 
business or its being turned over to an 
untried son or other relative. Also, that 
intangible but vital asset, good-will is 
always more important and more easily 
impaired or wiped out in the one-man 
business. We learn that over 90 per 
cent of firms that fail have less than 
$5,000 capital. The small business man 
is in desperate need of insurance pro- 
tection. 

“Then there is the one-man business of 
the professional type, the business of the 
teacher, the doctor, the lawyer, of brain 
workers in general. The professional 
man’s investment is in himself, not in 
a stock of goods. Death wipes out 
everything but books and papers and 
possibly a few office chairs, a desk and 
an office rug. These may bring a few 
dollars from a second-hand furniture 
man; but a business income equivalent 
to 5 per _cent on one million dollars 
may be wiped out by death over night. 
Bills receivable are likely to be offset 
by bills payable. And, on top of this, 
the last act of everyone at death is usual- 
ly to create an additional debt in the 
form of inheritance taxes and adminis- 
tration expenses on his estate.” 


_ It is impossible to state what form of 
insurance is best suited for business pur- 
poses. Each individual business has its 
own individual need and the form of in- 
surance procured should be the form 
best adapted to meet that need. 


_ In most cases, the ordinary life policy 
is the one best suited for permanent in- 
surance since the annual cost is lower 
than under the limited payment or en- 
dowment _forms. The money used to 
pay premiums must be withdrawn from 
the working capital and it is probably 
fair to say that nearly every progressive 
business can secure larger immediate 
returns from money invested in its busi- 
ness than an insurance company can 
derive from the securities in which its 
assets must be invested. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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Heart Interest John J. Crow of the 
Still Biggest International Under- 
Pulling Factor writers of Los Angeles, 
Cal., agents for the 
International Life of St. Louis, Mo., tells 
the following interesting tale of how a 
little chap helped him sell $5,000 of in- 
surance on his dad. “Upon canvassing a 
man with a view of raising his already 
large amount of insurance I was con- 
fronted with a disinterested : ‘Give me a 
week to think it ah I was compelled 
to reluctantly conse 

“The following an I fulfilled my 
appointment to find a much more eager 
2059 and this is the story he told 

“A few nights after you were 
here, my wife and I sat discussing our 
insurance needs, little dreaming with 
what interest our five year old son was 
“listening in.” Presently he asked, ‘Daddy 
what is insurance?” “How much money 
would Mother get?” “Well who would 
get it if both of you died?” Receiving 
satisfactory answers to each question the 
little fellow breathed a sigh of content- 
ment, stuck his thumbs under the sus- 
pendets of his overalls and his little 
chest swelled with pride as he said: 
“Well it sure makes a fellow feel good 
to know his Daddy thinks that much 
of him.” 

“When he finished his story he 
brushed aside a tear or two and wrote 
the application for $5,000. There is 
many a little heart that has swelled with 
child-like pride because Daddy did his 
duty and many more will swell if we 


_do ours.” 


* * * 
. It is a matter of 
os — common knowledge 


that a very large part 
of business in the 
United States is carried on by corpora- 
tions. The success of a corporation de- 
pends upon efficient management. Effi- 
cient management usually depends upon 
the life or lives of one or more officers 
or experts holding “key” positions in the 
corporation, as pointed out by the Fidel- 
ity Mutual Life. 

For example, if the corporation is en- 
gaged in the construction business, its 
success or failure may depend upon the 
long life or early death of its most ex- 
pert engineer; or, if engaged i in the man- 
ufacture of chemicals, its success or fail- 
ure may depend upon the long life or 
early death of its most expert chemist. 

It goes without saying that such men 
and the efficient executive officers are 
valuable assets of the corporation, and 
that it should cover by insurance the loss 
it would incur by the early or unex- 
pected deaths of such officers or em- 
ployees. 

It is the vital relation that these men 
sustain to the corporation, with its suc- 
cess or failure dependent upon them, that 
gives the corporation an insurable inter- 
est in their lives. 

The person whose life is to be insured 
is to have no interest or rights in the 
policy. He simply applies for the insur- 


Protection 


ance at the instance and request of the 
corporation which has an insurable in- 
terest in’ his life by reason of his busi- 
ness relationship to it. 

The sign over the door or the letter- 
head in the office may not always show 
the full and exact name of the corpora- 
tion. Hence, when the application is 
being written, always insist upon getting 
the full and exact name of the corpora- 
tion as shown by its charter and the 
name of the state by which the charter 
was granted. 

It is a fact that in small corporations 
there are nearly always at least one or 
two men holding “key” positions whose 
lives should be insured for the benefit of 
the corporation. 

Look about your community for such 
corporations, and doubtless you will find 
a larger number than you ever suspected. 
Many of them will welcome the oppor- 
tunity to insure the lives of valuable 
officers and employees when once the 
need for such insurance is brought home 
to them. If you have never solicited 
them, don’t longer neglect your oppor- 


tunity. Begin today! 
* 
Eleven reasons, help- 
Insurance & 
is Poy ful to the agent in so- 


liciting life insurance 
to cover inheritance 
taxes, are given in a special booklet pub- 
lished by Prentice-Hall, New York. 

1. It obviates the necessity of keeping 
a large amount of liquid cash on hand, 
thereby allowing capital to remain 
invested. 
- 2. It places a considerable sum of 


Taxes 


money at once in the hands of the repre- . 


sentatives of the estate, with which to 
meet necessary expenses incidental to 
the settlement of the estate. 

3. It enables the estate to take ad- 
vantage of the discount allowed by many 
jurisdictions, and to avoid the imposition 
of penalties. 

4. It relieve the executor of the neces- 
sity of raising cash by the sale of assets, 
thereby enabling him to await a favor- 
able market. 

5. It prevents losses which arise by 
reason of the sacrifice of property and 
securities. 

6. It simplifies the administration of 
the estate, thereby reducing the legal 
and other expenses. 

7. It immediately increases the size 
of the estate by adding thereto ar asset 
which is non-taxable in most jurisdic- 
tions. 

8. It hastens the settlement and dis- 
tribution of the estate. 

9.. It imposes no burden on the bene- 
ficiaries, but permits the decedents to 
provide for all charges by moderate an- 
nual payment through his life. 

10. It keeps the estate intact so that 
each beneficiary may receive the precise 
sum intended by the testator. 

11. It enables the assets of the estate 
to be transferred, by providing funds for 
the payment of the tax which must be 
paid before transfer is allowed. 





Payments to Policyhoiders 





INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issuee the most liberal forme of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable wea g semi-annually er quarterly, 


INDUSTRIAL Policies from $12.56 to $1,000,093, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1924 
oeebbesdectoass Suinessvegebvossacndand $ 41,521,283. 


seeeeseeeesse COCR ee ee ere reser eesssereseseee® 






Tetal Payments te Policyholders Since Organization............$35,784,215.15 
JOHN G. WALKER, President 


ecccecccccevcccces ceceee 36,164,159.74 
ee 


3,036,319.80 
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Paging Mr. Columbus 
NO, NOT “CHRISTOPHER COLUMBUS”! We are in 


search of a man who has lived in COLUMBUS, Ohio, for a 
number of years—who knows the people there and who is 
favorably known by those people. 


A large, “old-line,” mutual Life Insurance Company now 
operating in twenty states needs such a man as their General 
Agent in Columbus, where they are not at present represented. 
This is an unusual chance for an ambitious man with a sales 
past to make a life-long connection. 


Address, in confidence, 


“PORTER,” THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 














THE EUREKA-MARYLAND ASSURANCE CORPORATION 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 


BALTIMORE, MARYLAND 
Incorporated 1882 


and Group 
J. C. MAGINNIS, President 

















New England Mutual. 


introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 
This is the oldest Charter now existing. 
The granting of this Charter had a vast significance, for it 


THAT IDEA WAS MUTUALITY 


Boston, Massachusetts 
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THE MUTUAL LIFE | 


The Mutual Life Insurance Company of New York hasa_ (|i 
record of EIGHTY-TWO YEARS of prosperous and suc- 
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cessfu business. it has passed through panics, pestilence 


and wars unharmed, and to-day, as a result of eight decades 


of endeavor, offers financial strength, reputation, magni- 


(Qi ey eo 


tude, leadership, and life insurance service. 


Those considering life insurance as 
a protession are invited to apply to 
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The Mutual Life Insurance Company 


of New York 
34 Nassau Street 
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Tax Confiscation of 
Property Rights 
DIAGNOSIS OF Bt BUSINESS MAN 


Clever Way to Destroy Individual 
Onrmersbipe. Says Head of Miller 
ubber Company 








An article which is bound to attract a 
lot of attention because of the manner in 
which the subject is covered by the writer 
is that of Jacob Pfeiffer, president of the 
Miller Rubber Co., in “Nation’s Business,” 
discussing the subject of taxation. 

“For some time past the Miller Rubber 
Company has been maintaining what, in 
effect, amounts to two payrolls. One cov- 
ers the wage-earners and salaried employes. 
There are several thousand names on this 
roll. The other. payroll is for the tax col- 
lectors, of whom there are at the present 
time twenty-three, each collecting a dif- 
ferent kind of tax. 

“The first payroll presents no more than 
the ordinary. problem confronting every 
manufacturing company.. It is long or 
short as business is good or poor. Its 
fotal rises or falls with the tide of pros- 
perity. 

An Inelastic Payroll 

“The. second payroll is inelastic. The 
names on..that payroll are fixtures. What 
the company has to pay out annually to 
the men on. this payroll varies, naturally, 
with its prosperity, but the number of tax 
collectors on the roll apparently cannot be 
revised, except upward, 

“From. time to time, as some form of 
our Government slaps a new tax on us, 
another name is added, but no names are 
taken off.. It seems to be a one- way pay- 
roll and ‘its. way is’ toward expansion. 

“During 1923 the twenty-three tax col- 
lectors. on the second payroll collected 
more than $1,000,000. During the same 
year the thousands of employes on the 
other payroll received a few thousands 
less than. $7,800,000. In other words, for 
every $100 paid out in wages that year the 
company paid out $13.40 in taxes. 

“While that proportion seems to me un- 
duly high in favor of the tax collector, 
nevertheless it was not so high as it had 
been’ during the two preceding years. In 
1922 the’company paid the tax callectors 
$17.60 ‘for every $100 it paid its wage- 
earners: and in 1921 the tax collectors got 
$24.20 for every $100 in wages. 

“Or, to put it another way, the company 
paid out in taxes in 1921 almost one-fvurth 
of the amount it paid out in wages. In 1922 
it paid ‘out in taxes more than one-sixth 
of the amount paid out in wages and in 
1923. about one-seventh. The decreased 
proportion, however, was due largely to 
improved business conditions. 

“Now with that background let us con- 
sider for a moment another roll of names. 
That roll of names can hardly be called 
a payroll at the present time, for it con- 
tains the namés of our commion stock- 
holders’. For the past few days the tax 
collectors have jostled them out of place 
‘at the ‘paymaster’s window. Here is the 
record: 

“In 1921 holders of our common stock 
(which previously had been paid $8 a 
share in dividends) received $1 a share; 


in 1922°they received nothing; and’ in "1923 


they received nothing. 
“At the’same ftittie taxes averaged $16.64 


per share of’ common stock in 1921 ;°$21.70 - 


per share in °19225° and $20.11 per share 
in’ 1928.,: 
Lost Dividends 


“Dividends that would “have gone to ' 
common stockholders in those years went 


instead to -the - tax Collectoner siti: a 
great “Surplus to spare. 
“Under these circumstances: our common 


stockh lers ay bia wi fiom d to in- 
ae w they ben 


"These common stocker let. me sa) 
haven't‘ aty grudge against the tax col- 
lector. They 1 ‘that taxes must ‘be 


paid to maintain-the--Gevernment. They | 


are fully. e of the fact. that. war costs 
money" a t war. ‘taxes and after-war 
taxes are of ‘fiécessity high. As" loyal and ' 
con 


e they get 


tribute liberally to the su 
various governments whose blessings they 
enjoy. 

“Furthermore, they are not inclined to 


ort of the 


grumble over divi their earnings with 
the Government. In such a division they 
are sn te willing “ = the peat: 
ment the lion’s ae ite 
s Fe ee it” B Hea “Gee 

a sje the pi sal be 100 ber 
cent to the tax collector and nothing to 
the stockholder, that’s different. 

“Naturally, we begin to look into details. 
Our investment becomes an investment in 
tax collectors rather than in a manufac- 
turing plant. We begin to ask questions 
about the cost of government. e want 
to Know why it is necessary to take all our 
dividends, and what the money is being 
spent for. 

“Also, if possible, we want to change 
conditions if they can be changed by or- 
derly process. We feel that at least a 
part of the earnings on our investment 
should be spent under our own personal 
direction, rather than by the great and 
complex machine we know as the Ameri- 
can Government. 

“We are willing to concede that under 
some wartime circumstances all the earn- 
ings on the investment might be comman- 
deered justly by the Government. But the 
record shows that the Government didn’t 
do any such thing during the war. The 
war had heen oe three’ years hehese pe 
commandeering of our common s ivi- 
dends “began. And today, ath the war 
nearly seven years over, commandeer- 
ing process still continues.’ 


REDUCES AGE LIMITS 








Equitable Life Assurance Society Will 
Consider Children From 14 to 10 
Years of Age 
The Equitable Life Assurance Society 
has reduced its minimum age at entry 
from 14 years to 10 years. The Society 
will consider limited payment, endow- 
ment and convertible policies for 
amounts not exceeding $2,000 on chil- 
dren between those ages. The double 
indemnity accident and total disability 
features will not -be included nor will 
applications be considered for term in- 
surance or Ordinary policies at these 


ages. The rates follow: 
10 #8 Life 
Age 10 13 14 
$41.89 $1240 $1293 $43.47 $44.04 
15 Payment L 
1.98 31.36 3176. 32.17 32.59 
20 Payment Life 
a 25.63 5 26. 26.62 26.97 
25 Payment Life 
22.49 22.78 23.07 23.38 23.69 
30° Payment Life 
20.47 AIS" a. OF 21.29 21.58 
10 ent 
99.80 99.95 100.10 100.27 100.43 
- 15 Year Endowment 
= aca Op 64.78 64.91 65.04 
, Endowment 
. 52. 97 * 530 07 53.18 53.30 53.42 
Endowment 
47.24" ° 4734 47.45 47.56 47.68 


25 Year Endowment 
37,12 37.22: °37.32 © 37.42 


37.53 
30 Year Endowment 
30.59 30.68 30.78 30.89 39.99 
20 Year Endowment, 10 Payments 
79.75 ~ 79.97 ~ 80.08 ~ 80.25 80.43 
Endowment Annuity at Age 65 ($16 mortlily) 
20.06. 20.50 20.95 21,44 21.94 


Convertible é 
19.96 2029 20.64 21.00 
MEMORIAL TO JOB E. HEDGES | 


19.64 








| Widow and Friends Establish Fund for . 


Por eee won I to Aid 


ndigent 

Mrs. Job “E. Hedges; with. friends of: 
' her ‘Idte ‘husband, ‘has. established a fund 
_ at’ the New York. Post-Graduate Hos- 
' pital ‘to be" known‘ as the Job E. Hedges’ 
; Mesistial Fund. ‘The fund’ will be junder, 
the supervision of ‘Dr. Walter. T. 
' renther of- 


‘oted to. ithe r elief .of indigent .women 
i pos Fi hospital care the refine- 
| mérits of vy aforded by the ‘De- 
M - Stl gen 
r. es sat tie et 
the” pene ning ae the fund 
will eas he ta 
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CLEGG HEADS LAW COMMITTEE 


J. W. Clegg, president of the National 
Association of Life Underwriters, has 
accepted the chairmanship of the law 
committee of the Philadelphia Associa- 
tion of Life Underwriters, tendered him 
by Frederick G. Pierce, president of the 
‘Association. Associated with him on 
this important committee are Paul Loder, 
agency manager for the Provident Mu- 
tual; Allen D. Wallis, general agent of 
the Equitable of Iowa; James H. Glenn, 
general agent of the Mutual Benefit and 
A. C. Williamson, Philadelphia manager 
of the Prudential. 


FLORIDA 


offers an unparalleled opportunity to the 
agent who will come now and stick on 
his job, 
W. R. Letcher, General Agent 
PACIFIC MUTUAL LIFE 
JACKSONVILLE FLORIDA 











FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, lowa 

















HOME LIFE 


Insurance Company of New York 
ETHELBERT IDE LOW, President 


The 65th Annual Report shows: 


Premiums received .dur- 
ing the year 1924..... $8,003,453 


Payments to Policyhold- 
ers and their Benefi- 
ciaries in Death 
Claims, Endowments, 
Dividends, etc........ 


Increase in Assets...... 


Actual Mortality 62.4% 
of the amount ex- 
pected. 
Insurance in Force..... 260,530,414 








| Admitted Assets........ 51,457,218 





FOR AGENCY APPLY TO 
GEORGE W. MURRAY 
Superintendent of Agents 
256 Broadway 








New York 











“Park Avenue, an old friend: 
: re Mr. Hedges, and-the- money’ will be 


> 
wast 0 a 
RING F 











The Colonial: Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment SOLD 


NEW : 
orpinary J High Value 
POLICIES 


Low Cost 
Which, with 
give Agents 


GEO. T. SMITH, Vice-President 
DUNBAR JOHNSTON, Secretary 


Attractive and Novel Features 


ITS OWN 
% 
STAY ONLY 


money 
E. J. HEPPENHEIMER, Ae 


LESHIP, 2nd ‘ea 


Ss. R. prow . Asst. Seo’y and Asst. 


HOME OFFICE, JERSEY CITY, N. J. 











achis Company gas always pursued th 
reputation for stability and: isir “deal 
Has always rendered the highest 


Has always — reasonable assistanor 





JOHN BARKER, tg President 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 
ets. paiteiee Se the egpGest. et.t0n.denstngas het Wgen: oloup, th 0. Die 
erade > ie to its pollarholders. 
and encouragement 


to ite representatives te develop and hold 


ROBERT H. DAVENPORT, Secretary 








NEW POLICY 
Disanility Benefits of $15.00 per $1,000.60 


Waiver.of Premium 


BROADER DOUBLE INDEMNITY CLAUSE 
Leans at end ef 2nd year 
The Manhattan Life Insurance Co. of New York 






























helps. 








Des Moines, lowa 


HELPING THE SALESMAN 


The Bankers Life salesman is constantly receiving assist- 
ance from the Company in the shape of practical, concrete sales 


Strong, convincing letters, extra dividend checks, radio 
maps and programs, birthday cards and numerous —_ 
methods give the Bankers Life salesman a decided “edge” i 
ty ae and selling his contract. 


CS UCEONGE KU 


President 
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THE EASTERN 
UNDERWRITER 





This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 
wewspaper. Telephone number: Beek- 
man 2076. 

Subscription Price $3.00 a year. Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
hostage should be added. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York 
under the act -of March 3, 1879. 








BRIDGING THE GAP 


A few years ago, almost immediately 
following a revision of the tornado policy, 
there was more or less agitation, mainly 
in the west, for some kind of change 
either in the tornado policy or -the fire 
policy, for the purpose of including all 
fire loss which might result from and 
immediately following a tornado, because 
under the usual fire and tornado policies 
if a tornado caused a building or a sub- 
stantial part of it to fall, neither the 
tornado nor the fire policies would cover 
such fire loss. The subject came up be- 
fore the company organizations in the 
west and the companies agreed to extend 
the coverage and did so by an endorve- 
ment to be attached to tornado policies. 

Since the additional coverage has been 
available there are indicatoins that a re- 
quest might later be made to extend the 
tornado coverage to include such fire loss 
as might occur pending the reattachment 
of the fire policies, and companies have 
been in receipt of requests to eliminate 
the. Fallen Building clause from their fire 
policies by endorsement. Companies could 
not afford to indefinitely extend their 
tornado policies so as to include fire loss, 
and in states where the policies are stand- 
ard it would be contrary to the law to 
eliminate the Fallen Building clause be- 
cause there is no provision either in the 
law or in the policy for changing that 
part of the policy by endorsement. 

There is rather constant discussion con- 
cerning changes in policies and forms in 
order to meet owner’s requirements, but 
the general impression seems to be that 
there is no necessity for any further con- 
sideraticn of these subjects. 





MONEY FLOWING TO STATES 


The legislators of some western and 
southern states who are still harping’ on 
the amount of money that the outside 
insurance companies take out of the 
state, should read. the comparative fig- 
ures of the amounts paid out and re- 


ceived in a number of states of those 
sections, which show that the balance 
is on the other side of the ledger. 
Figures prepared by the Mutual Life 
of New York reveal that that company 
has for a number of years been paying 
into Virginia more money than it has 
been taking away. 

The company shows that net premi- 
ums received in Virginia in 1924 totaled 
$1,355,463 whereas _ disbursements 
amounted to a total of $1,214,446 item- 
ized as follows: Death claims, $512,821; 
matured endowments, $87,989; dividends, 
surrender values and annuities, $966,- 
393; fees, licenses, taxes, etc., $34,692; 
agency expenses and medical fees, $212,- 
551. 

Investments in the state December 
31, 1924, were: State, county and muni- 
cipal bonds, $1,050,441; railroad bonds 
wholly within state, $201,260; interstate 
railroad bonds, basis of mileage within 
state, $3,954,141; mortgage loans, $21,- 
000; poliy loans, $1,794,cl141; cash, $2,834. 





NOT INSURING CHRYSLERS 





Aetna Life Group of Companies Not In- 
terested in Scheme Vice-President 
Remington States 


The Aetna Life group of companies is 
not interested in the Chrysler automobile 
insurance deal according to Vice-President 
C. H. Remington of the Automobile, 
despite the fact that rumors have linked 
the Automobile with the plan to issue in- 
surance on all cars sold after July 1. Fol- 
lowing is Mr.- Remington’s communica- 
tion: 

“Replying directly to your inquiry, I 
would advise that the Automobile Insur- 
ance Company or any other member of 
the Aetna Life and Affiliated Companies 
organization is not interested in any way 
in the arrangement for issuing automobile 
insurance with the sale of any Maxwell 
and Chrysler cars.” 





J. H. HARRISON RESIGNS 


J. H. Harrison, manager of the Louis- 
ville, Ky., ‘branch of the Underwriter 
Adjusting Company, has resigned as of 
July 1. F. G. Wolf, formerly manager 
of the Paducah, Ky., branch, has been 
transferred to the Louisville office. No 
selection has yet been made as to the man- 
ager of the Paducah office and for the 
present Mr. Wolf will supervise the af- 
fairs of both offices. 





ST. LOUIS INSURANCE BLDG. 


St. Louis will have a 20-story $2,500,000 
Insurance Exchange Building located on 
a prominent Olive street corner in the 
vicinity of the Federal Building if tenta- 
tive | Plans now under consideration are 
carried through. The promoters of the 
Project plan to sell entire floors of the 
Structure to prominent general insurance 
agencies, life companies, accident and 
casualty concerns, etc., on fifteen year pay- 
ment plan. 





OFFERS: $200 IN PRIZES 


The Insurance Society of Massachusetts 
to show its appreciation of the educational 
work of The Insurance ‘Library Associa- 
tion has cotlected $200 to be distributed 
as prizes to students achieving certain 
standards in the insurance courses. An- 
nouncement of the precise conditions ac- 
companying the award of prizes will be 
made in the early Fall 











The Human Side of Insurance 








A 





JAMES A. BEHA 


Superintendent of Insurance James A. 
Beha, on Monday gave a luncheon at 
the Lawyers’ Club to the deputies and 
department heads of the New York City 
office of the insurance department. It 
was to celebrate Mr. Beha’s first anni- 
versary as superintendent. Jesse E 
Phillips, James J. Hoey and James A. 
Lown, all former superintendents or 
deputy superintendents, made short ad- 
dresses. 





EARTHQUAKE LOSSES SMALL 





Companies Did Not Have Many Policies 
Issued on Property in Lower Cali- 
fornia; Demand Better 

Fire insurance companies lost very 
little through the Santa Barbara earth- 
quake. This was due to the small amount 
of earthquake insurance written in that 
section of California where disturbances 
such as occurred Monday and Tuesday 
are rare. However, immediately follow- 
ing the disaster companies here were de- 
luged with inquiries on earthquake in- 
surance, especially from places.in the, 
Far West. Several of the companies are 
featuring this protection in their publicity 
notices this week, and it is a certainty 
that. as a result of the several earthquakes 
extending from Montana to lower Cali- 
fornia there will be a much larger volume 
of eathquake protection written than here- 
tofore. 





EXCELSIOR GENERAL AGENTS: 


The Excelsior, of Syracuse, announces 
the appointment of Messrs. George H. 
Burns & Son, of Kittanning, Pennsylvania, 
as general agents, for western Pennsylva- 
nia. They will have the territory. cover- 
ing nineteen counties in western Penn- 
sylvania exclusive of Allegheny County. 
The George H. Burns agency has been 
established thirty years, and is well-known 
in western Pennsylvania having been gen- 
eral agents of the U. S. F. & G,, of Balti- 
more, Maryland, for the past twenty-seven 
years. Mr. Burns has~ recently taken in 
partnership his son, who will take an active 
part in the general agency work. 





HAMILTON WITH ALLIANCE 


George A. Hamilton. has. been ap- 
pointed special agent. for the castern 
New York State territory for the Alli- 
ance of Philadelphia. The appointment 
was effective July 1... Mr. Hamilton was 
formerly connected with the Fidelity- 
Phenix of the America Fore Group. - 


W. W. Booth, general agent for’ the 
Equitable Life Assurance Society at 
Denver, has had, an interesting career 
as told in an article in the “Denver 
Commercial” ‘recently. Mr. Booth came 
to Denver in -1889 and had a hard time 
finding work’ of ‘any kind, finally taking 
a job asa laborer on the street. From 
this place he landed a position in an ex- 
press office but was fired because he 
refused to drink with his boss. He then, 
tried soliciting insurance for the Equit- 
able Life and after working a full month 
landed his first policy, a $5,000 life, and 
as he recites it: “It was the biggest 
thrill I had ever had. That commission 
looked as big as Niagara Falls in flood 
season to. me. From that time on I 
was an insurance man.” Mr, Booth be- 
came quite a politician in 1890 and 
served in the city council of Highlands 
which was then separate from Denver. 
Later he served two terms as mayor and 
held other political jobs, but says that 
he is out of politics now, but his most 
enjoyable work outside of his business 
is his connection with the Big Brother 
organization, its purpose the making of 
the boy: into a better man. He was 
born in Fenton, Michigan, in 1852. 


* * * 


Dr. Charles D. Alton, medical referee 
of the Connecticut Mutual, was warmly 
congratulated and honored by the offi- 
cers and staff of the company recently 
on his 80th birthday. Dr. Alton has been 
with the company for nearly fifty years, 
having joined the medical department in 
1875. He is a past-president of the Hart- 
ford Medical Society and the Hartford 
County Medical Society, and a member 
of the Association of Life Insurance 
Medical Directors. He is also a former 
vice-president of the American Climato- 
logical and Clinical Association. 


*x* * * 


Miss B. B. Macfarlane, agency super- 
visor for the Pan-American Life in the 
State of Louisiana, has been elected pres- 
dent of the New Orleans Business and 
Professional Women’s Club. “Miss Mac- 
farlane has proven herself an executive 
of marked ability, and it will be no sur- 
prise to her many friends to learn she 
has been selected .as the head of so 
important an organization,” says the 
“American Insurer.” 





N. Y. SIDE LINE CLASSES 


As part of a series of allied fire line 
classes being conducted by the Automobile 


Co. of Hartford under the direction of. 


Assistant Secretary C. T. Hubbard, another 
class will be conducted at the New York 
Branch on July 9 and 10. The subjects 
will be handled at this class as follows: 
windstorm insurance, including blanket 
mortgage -interest .windstorm insurance— 
Assistant Secretary C. T. Hubbard; 
rents, rental value: and leasehold—Assistant 
Secretary T. D. Olmsted; use and oc- 
cupancy, profits and commissions—T. Z. 
Franklin, Manager. Special Hazard De- 
partment; rain, hail, crops and standing 
timber—V. N. Valgren, Manager Crop 
& Weather Department; explosion,. earth- 
quake and airplane property damage—.\s- 
sistant Secretary C. T. Hubbard. 





CHARLES M. SLOCUM DIES 


Charles M. Slocum, Continental spec! 
agent and. adjuster for New Jersey, diced 
Tuesday of this week at his home in Plaiu 
field, N. J. He had been with the Con- 
tinental for a score of years and his death 
comes as a S| to his many frien’s 
in this part of the country. 





MERCURY ENTERS MASS. 
The Mercury, of St. Paul, has been 
admitted to Massachusetts to write fire, 
marine and sprinkler leakage \insurance. 
Obrion, Russell & Co. are agents of record. 
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Old Association Has 
Fine Annual Meeting 


R. F. VAN VRANKEN PRESIDENT 


This Year’s Gathering Biggest and Best; 
Plenty of Entertainment in 
Spite of Rain 


The fifty-third anniversary meeting of 
the New York State Association of Super- 
yising and Adjusting Fire Insurance 
Agents was held on Tuesday of this week 
at the Saranac Inn, Upper Saranac Lake. 
And be it said that the “Old Association” 
never disported herself to better advantage. 
It was a fine party made up of splendid 
peopie. It was the largest attended meet- 
ting in the entire history of the “Old As- 
sociation.” The genuine good fellowship 
and fine spirit of its annual gatherings 
was maintained and its color was height- 
ened by a larger number of women—wives 
and sweethearts of Association members. 

Each year brings back those who have 
attended the previous year and to this 
number is added the brides of the elapsed 
period. There were three brides of from 
three days’ to three months’ standing. 
It is anticipated that this annual party of 
the “Old Association” will have in attend- 
ance next year, upwards of one hundred 
women. 

W. H. Taylor, American Central In- 
surance Co., retiring president of the As- 
sociation, presided and “Bill” made a darn 
good presiding officer too. 

The various committees made reports 
as usual. Correspondence was read. 
Telegrams were sent to several veteran 
members of the Association who were not 
in attendance, including J. M. Carothers, 
J. M. Hodges and Colonel A. H. Wray. 

The following resolution was adopted in 
connection with the death of Frank W. 
Jenness : 

Whereas; it has pleased Almighty 
God in his infinite wisdom to take from 
us our friend and associate, Frank W. 
Jenness. 

And Whereas; in his passing the New 
York State Association of Supervising 
and Adjusting Fire Insurance Agents 
has suffered the loss of one of its oldest 
members as well as a true friend and 
staunch supporter of the highest ethics 
of our business. : 

And Whereas; behind an apparent 
austerity caused by his rigid adherence 
to a determination to do what he con- 
sidered right at any cost to himself, 
there was always to those who were 
were fortunate enough to know him 
closely, one of the kindliest spirits that 
ever dwelt in man. 

Therefore be it Resolved; that this 
memorial be spread upon our minutes 
and a copy sent to Mrs. Jenness. 

Signed: B: B. GRACEY 
LAWRENCE DAW 
LUCIUS G. LEONARD 

Company Officers There 

James V. Barry, who was to have 
been the speaker of the day, could not 
be present. This necessitated’ a change 
in the program and a number of short 
talks were made by various members 
of the association. 

Among company officials present, 
were Lloyd I. Green, vice-president of 
the Boston and Old Colony; C. R. Per- 
kins, assistant U.S. manager of the 
North British & Mercantile; Roger W. 
Wight, assistant secretary, Travelers 
Fire; Neil D. Iverson, assistant manager 
of the Liverpool & London & Globe; 
R. B. Rathbone, president, Assurance 
Co. of America; H..L. Platt, manager, 
loss department of the Rhode Island. 

J. G. Currie and R. T. Stewart en- 
tertained as usual with parodies and led 
the singing. 

One of the most pleasant thing which 
happened at the meeting came about 
through John B. Dacey, treasurer of the 
association being in attendance. It will 
be recalled that at the time of last year’s 


‘meeting John B. was confined to a hos- 


pital near death’s door making a stren- 
uous fight to stay in the land of the 
living. He won out and he was accord- 
ed an enthusiastic reception by all those 
at the meeting. : 

Another pleasing part of the program 
came about in the singing of three solos 
by Mrs:. J. K: Brown, wife of J. K. 
Brown, prominent local agent of Wells- 
ville, N.Y. Mr. and Mrs. Brown were 
guests’of' Jerry Halsey of the Continen- 
tal. When Jerry went into. the field; 
his agency at Wellsville was purchased 
by. Mr. Brown. 

Lloyd I. Green, vice-president of the 
Boston & Old Colony made a short 
talk. It was the first meeting he had at- 
tended since the 1909 meeting at the old 
Frontenac on Round Island. 

Among others who made talks were 
C. R. Perkins, N. B: & M.; Roger W. 
Wight, Travelers; Neil D. Iverson, L. 
& L. & G.; H. L. Platt, Rhode Island; 
F. F. Buell, Agricultural; F. L. Curtis, 
Springfield. (Frank actually made in the 
neighborhood of forty-three talks; he 
was talking all the time and everybody 
enjoyed it. He was trying to catch up 
for last year, which meeting he missed). 
B. C: Chittenden, General Adjustment 
Bureau; Bill Hadley, of Tue Eastern 
UNvbERwRITER; George P. Peck, N. B. & 
M.; E. H. Hornbostle, Firemen’s of 
Newark. 

A treat was presented to the meeting 
in some impersonations by L. G. (Luke) 
Leonard. It is the notion of the writer 
that Luke has been holding out on the 
Old Association. He got over big and 
had to. give several encores. 

There were no tennis matches. 

There was no baseball game. 

There was bridge-whist competition. 
Here’s the results: First prize, women, 
Mrs. Walter Bryant; second, Mrs. S. 
L. Porter; third, A. A. Waters. First 
prize, men, W. T. Besant; second, W. 
D. Waters; third, Larry Daw. 

There was golf, notwithstanding the 
rain. The Peck Trophy awarded for 
best net score, 36 holes medal play, was 
won by R. M. Carothers with 166. 

Old Association prizes for 18 holes 
medal play. H. H. Kinsman, low gross, 
84. J. G. Currie, first low net, 77. J. 
E. Carothers, second low net, 80. S. L. 
Porter, third low net, 80. 

Officers Elected 

Officers elected for the ensuing year 
were: President, R. F: Van. Vranken; 
vice-president, John B. Dacey; secre- 

tary-treasurer, John G. Currie; chair- 
man of executive committee, L. G. Leo- 
nard; members of executive committee, 
Neal C. Rowland, B. B. Gracey, R. T. 
Stewart, A. J. Halsey, Doc Wilson, 
George Brinley. 

Further report in connection with this 
meeting will be found in next weeks’ 
issue of THE EASTERN UNDERWRITER. 





AETNA DIRECTOR DIES 
George H. Sage, a director of the Aetna 
Fire, died Tuesday at the age of sixty-one 
years. He was president of the Berlin 
Construction Company of Hartford. 
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Advantageous 
Agency Openings 


The Philadelphia Fire and Marine In- 


surance Company will establish a few 
more agency connections. 


This is the kind of company it pays to rep- 
resent—a powerful organization, reliable serv- 
ice and a full line of desirable policies offering 
protection on property and commercial ac- 


tivities. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


1711 Chestnut Street, Philadelphia, Pa. 
508 Walnut Street, Philadelphia, Pa. 
209 West Jackson Boulevard, Chicago, IIl. 


125 Trumbull Street, Hartford, Con: 


204-14 Pine Street, San Francisco, Cal. 
Trust Company of Georgia Building, Atlanta, Ga. 


Pay Tribute to the 


Late Frank W. Jenness 


AT UNDERWRITERS’ MEETING 
His Personality and Natural Gifts En- 
deared Him to Members of Field 
Men’s Organization 





At the regular meeting of the Under- 
writers Association of New York State, 
held on Wednesday at Upper Saranac, 
the following memorial on the death of 
Frank W. Jenness was adopted: 

Whereas; through the _ inscrutable 
wisdom of the Almighty, Frank W. 
Jenness has been called to his eternal 
rest after a singularly well rounded life, 
one that we may be sure will deserve 
the well merited greeting, “Well done, 
thou good and faithful servant.” 

The tribute we desire to pay to his 
memory is no empty, perfunctory one, 
as those who knew him feel too keen 
a sense of grief, too great a personal loss 
in his passing, to be able to put into 
words how truly. his fine character is 
recognized and appreciated. 

It has been said that the evil that a 
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Head Office - - - 
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45 John Street, New York 
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man does lives after him while the good 
is often interred with his bones, but in 
this case there is no evil to be recalled, 
nothing but the good that rises trium- 
phant from the grave to shine forth as 
an inspiring example for those who are 
left to emulate. 

His life, his character, his work, need 
no tribute, no memorial other than that 
which is written in the hearts of those 
who knew and loved him for his qual- 
ities as a man, a friend, and an associate. 
Always kindly and courteous, he was 
ever ready to draw on his vast store of 
knowledge to help those who called on 
him for advice and counsel. : 

No matter from what angle we view 
his career, we are impressed, not only 
with his character asa man, but also 
with the superor nature of the equip- 
ment he had for the duties he was called 
upon to perform. In all positions he 
was notably successful and took high 
rank among his associates, and his pass- 
ing away leaves a blank that will be 
difficult to fill. : 

Therefore, be it resolved; that this 
memorial be spread upon the records 
of this Association and a copy thereof 
be sent to his widow. 

F. F. BUELL V. W. WOOD 
C. W. PHELPS LAWRENCE DAW 
G. P. PECK Committee 





NOBLE WITH NORWICH UNION 


H. Joseph Noble has been appointed 
assistant general agent of the Eastern de- 
partment of the Norwich Union Fire, ef- 
fective July 15. He is now special agent 
of the company at Philadelphia. He will 
be succeeded in Philadelphia by William 
B. Kelly, now special agent of the Sterl- 
ing and the Federal at Philadelphia. 





JOHN VAN BUREN’S CHANGE 


John Van Buren has been appointed 
eastern New York State special agent 
for Fidelity-Phenix of the America Fore 
Group succeeding George A. Hamilton. 
Mr. Van Buren was formerly with the 
American Eagle in Hartford. 
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New England Scale 
Of Commissions Low 
SAYS E. J. COLE AT PORTSMOUTH 


Has Not Been Changed Since 1911; 
Conference Arranged With East- 
ern Union Committee 


Edwin J. Cole, of Fall River, Mass., 
regional vice-president of the National As- 
sociation of Insurance Agents, and chair- 
man of the New England Advisory Board, 
is one of the principal leaders of local 
fire agency forces in New England. For 
years: he has studied their problems, 
which are likewise his own, and has con- 
stanily fought to preserve the agents’ 
rights. In the talk he made last week at 
Portsmouth, N. H., before the convention 
of New England Associations of Insur- 
ance Agents, he openly advocated higher 
commissions for New England agents, cit- 
ing his reasons. In view of the agitation 
against increased fire insurance costs, Mr. 
Cole’s speech is particularly interesting. 
It follows in full: 


“The activities of the New England 
Advisory Board during the past year, 
in addition to its work as a clearing 
house for all New England problems, 
have ‘been centered on the commission 
question. The subject is one of great 
concern not only to those directly en- 
gaged in the insurance business—agent 
and company—but to the public who 
pays ‘the premiums for insurance pro- 
tection. 

The public anticipates that the pre- 
mium dollar must be sufficient not only 
to provide indemnity for the payment 
of losses, but must also include the ac- 
quisition cost and the necessary over- 
head expense, and as a business proposi- 
tion it realizes that the companies are 
entitled to a reasonable profit on the 
invested capital. 

The agents’ commission is one of the 
substantial items of the acquisition cost 
and should represent a fair part of the 


premium dollar in return’for the service 
he performs. It should not be un- 
reasonably high, but.it must be at a rate 
which will appeal to’ men of the type 
and character, fitted by training or ex- 
perience, who are willing to adopt the 
insurance business as their life work. 


Rates Unchanged Since 1911 


The general rate of commission al- 
lowed to agents operating under the 
Eastern Union agreement has been in 
force since 1911, and it should be said 
that this agreement in so far as com- 
missions are concerned has been gen- 
erally lived up to, and has _ survived 
longer than any previous agreement 
ever made by the companies. No agree- 
ment of any kind can survive, unless it 
has not only the elements of fairness 
to both sides embodied in its terms, but 
must also be religiously adhefed to by 
all parties concerned. 

During the- period named great 
changes have occurred in the agents’ 
status. Rents, clerical office expense, 
supplies and all costs have doubled—the 
agents’ commission has not changed a 
fraction. 

The New England Advisory Board 
two years ago recognized the fact that 
a readjustment of conditions regarding 
commissions was inevitable. The Board 
watched the trend of events in other 
sections of the country; and many con- 
ferences have been held: to consider the 
commission situation in New England, 
with the sole purpose of formulating 
some plan by which the Board “could 
be of service to all parties to the issue 
for the express purpose of finding a 
solution to the problem. 

The functions of the Board are ad- 
visory only; it has neither the power 
nor the desire to obligate or commit 
any of the six State Associations on 
any question, but its purpose is to work 
at all times not only for the interest of 
the agents but for companies’ interests 
also, and be a medium for a better un- 
derstanding of New England insurance 
problems. 





O. J. PRIOR, President 
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No organization can do more or be 
more effective in bringing to the atten- 
tion of the local agents of the six New 
England states matters of vital import- 
ance to the insurance business as a 
whole, or to cultivate a proper relation- 
ship among the various interests for 
the good of all. : 


Increase Demand Spreading 

The situation regarding commissions 
which has developed at Worcester and 
New Haven is intolerable, mischievous 
and like the borer in the oak tree, will 
work ruin unless some action is taken, 
either to justify the present situation 
or to apply a new schedule just and fair 
to all concerned. The companies real- 
ize fully the truth that the situation in 
Worcester and New Haven cannot be 
localized, .and it is well known that 
many companies are dissatisfied with 
present conditions and are ready for a 
change. 

The casualty and the life. companies 
have settled the commission issue and 
the fire companies must follow suit. The 
Board is not willing to sit idly by watch- 
ing Rome burning without displaying 
not only an active interest in the case, 
but seeking an opportunity directly, to 
use its good offices in an endeavor to 
bring order out of chaos. 

Early in the year the Board decided 
that a conference with the Eastern 
Union was desirable and the question 
was then referred back to each State 
Association requesting the approval of 


its Executive Committee before preced- 
ing further. 

Their decision was unanimous in favor 
of the ‘proposed conference, and a letter 
was promptly forwarded to the Eastern 
Union requesting a conference, and that 
they appoint a date to meet a committee 
from the New England Advisory Board 
to talk over the commission situation in 
New England. 


Conference Has Been Arranged 


The Board is pleased to announce that 
favorable action has been taken upon 
our request and a committee of five 
members of the Eastern Union have 


been appointed to meet a similar com- ’ 


mittee from the New England Advisory 
Board for the purpose of talking over 
the whole commission situation. 

The Committee named is as follows: 
Guy E. Beardsley, Ex-officio Chairman; 
E. T. Cairns, Vice-Chairman; E. §, 
Archer, F. D. Layton, John A. Cosuns, 

The following named will represent 
the New England Advisory Board; Ed- 
win J. Cole, Chairman; James L. Case, 
Joseph M. Roche, James W. Cook, 
Edwin B. Prescott, Norman S. Atwood. 

A meeting will be arranged at an 
early date. 

This action is very gratifying, and the 
Board will lend its assistance in every 
possible way to work out a solution of 
the commission problem, just and fair 
to every one concerned. During the 


(Continued on page 15) 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





President 

John Kay, Vice-Pres, and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 

A. H. Hassinger, Secretary 
- Bassett, y 


FIREMEN’S 


INSURANCE CO. 
ef Newark, N. J. 
Organised 1855 
Statement January 1, 1925 
ASSETS AND LIABILITIES 


Capital .......$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 8,536,871.80 


Net Surplus. ... 3,586,660.11 


Assets .......$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 





THE 
Girard F.:M. 


INSURANCE CO. 
ef Philadelphia 
Organised 1853 
Stetement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,008,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities... 3,213,098.14 


Net Surplus.... 1,260,934.06 


Assets ....... -$5,474,032.20 
Policyholders’ Surplus 
$2,260,934.06 











Neal Bassett, President 

John Kay, Vice-Pres. ar Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A, Snyder, 


A. H. Hassinger, 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 
ef Philadelphia 
Organised 1854 

Statement January 1, 1925 

ASSETS AND LIABILITIES 


Capital .......$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
all other liabilities  2,575,127.95 


Net Surplus. ... 1,000,362.98 





Assets ........$4,175,490.93 
Policyholders’ Surplus 
$1,600,362.98 














Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
A. H. Fo eee . 

Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
ef Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities:: 3,751,385.75 


Net Surplus:... 501,427.56 


Policyholders’ Surplus 
$1,501,427.56 














LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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British Paper Pokes 
Fun at Supt. Beha 

FOR TRYING TO BAR LLOYD’S 

Says Lloyd’s Will Not Readily Surren- 


der Independent Position Held For 
Years in the U. S. 








Evidently some insurance interests in 
England are. not seriously concerned with 
Superintendent of Insurance James A. 
Beha’s attempt to exclude Lloyd’s from 
New York State, even though they grant 
the justice of the effort from the Ameri- 
can policyholder’s point of view. One of 
the British insurance journals, “The Policy- 
Holders,” publishes some rather caustic 
comments in its latest issue about the fight 
against. Lloyd’s here. It is re-published 
herewith in order to give some of the 
English reactions tothe steps taken by the 
New York Insurance Department. 

The “Policy-Holder” says: 

“This glorious weather gives some of 
us the spirits of highly-trained race- 
horses, ready for anything. But the city 
keeps talking of Lloyd’s. Now it is Lloyd’s 
and the new broom in the insurance de- 
partment of the State of New York. And 
the betting seems to be on Lloyd’s. 

* * * 


“Yet Mr. Beha has his points. Like 
John Silver, he is all for argyment. He 
blandly suggests. that one method of 
smoothing away regrettable difficulties 
would be for the underwriting members 
of Lloyds to appoint a representative in 
the United States. It looks a simple and 
almost charming proposition. But it hope- 
fully contemplates a Lloyd’s representa- 
tive haying unlimited authority—if not at 
the outset, then step by step to the finish, 
until. Lloyd’s operations in America come 
completely under the survey of Mr. Beha’s 
department and similar departments in the 
Union. From the American policy-holder’s 
standpoint, there is something to be said 
for this. On the other hand, does Mr. 
Beha think that he is dealing with a 
bunch of innocents who can be sidetracked 
in America out of a constitutional posi- 
tion they have maintained elsewhere for 
centuries past? 

* * 

“It occurs to me that Lloyd’s will prefer 
to wait and see what plan, if any, Mr. 
Beha can devise to exclude members of 
the society from writing insurance in the 
State of New York. Lloyd’s do not at 
all undervalue Mr. Beha’s power, if he 
be able to marshal it. Submission to the 
insurance laws of the State of New York 
would mean submission to the insurance 
laws of the Union, as any successful 
action taken against the society by Mr. 
Beha’s department would be copied in 
other States in which members of Lloyd’s 
underwrite risks. Every insurance man 
knows the wonderful resemblance run- 
ning through the voluminous insurance 
laws of the different States. Triennially 
or oftener, the books of each insurance 
company licensed to operate in the State 
are examined by officers of the insurance 
department, and annually a statement of 
the company’s affairs must also be fur- 
nished on vast forms supplied by the de- 
partment, Before me at this. moment 
stretches a complete series of these forms, 
as issued by one of the States of the 
Union, and applicable to a company trans- 
acting fire business. 

* * & 


It is no secret that Mr. Beha’s pre- 
decessors in the insurance superintendency 
of the State of New York found the 
Problem of tackling Lloyd’s insoluble, as 
they discovered that marine insurance in 
America could not get along without 
Lioyd’s assistance. Beha, however, is out 
for fame, and is sharpening his wits against 
the fact that a large and growing Ameri- 
can business is being done at Lloyd’s in 
respect to fire risks, burglary and theft, 
and jewelry block-policies. Brokers in 
don, as well as American brokers, 
have open covers from Lloyd’s on risks 
in the ed States, covers used to get 
a big number of insurances at rates lower 
than are paid to— companies. 


These generous covers, which may leave 
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it open to the broker to fix his own rate 
without due regard to the risks, are part- 
ly responsible for the present effort by 
American companies to rope-in Lloyd’s. If 
covers of this description disappear, Beha’s 
knife will lack a grindstone. They have 
increased in recent years. 


“Another little sharpener is, of course, 
that risks accepted at Lloyd’s not only 
escape the supervisory laws, instituted for 
the benefit of American assurants, but 
also avoid the taxes levied by all States 
on insurance premiums. Mr. Beha would 
dearly like to see Lloyd’s filling up his 
forms, or else getting out of America, or 
at least making a good attempt to toe the 
American insurance line. It’s an extreme- 
—— situation. Is Beha equal to 
it 


The Philadelphia Fire Underwriters 
Association announce the appointment 
of the agency of Lipschutz & Margolin 
for the Maryland, running mate of the 
Niagara. | 
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Life Iisuratice Trusts 


Is ita good thing for the proceeds of life 
insurance policies to be handled In Trust? 


Life insurance companies and their agents 
are interested in the welfare of the Bene- 
ficiary, as well as the Insured during his life. 
Where arrangements have been made for the 
insurance to be paid in a lump sum, it 1s 
manifestly a good thing for the Beneficiary 
to have the money cared for In Trust. 


Almost every lawyer, banker and business 
man knows of cases where insurance money 
left for wife and children has been dissipated. 


CLEVELAND CLUB OUTING 

The annual picnic of the Fire Insur- 
ance Club of Cleveland at Regnatz last 
Thursday afternoon and evening is pro- 
nounced the best affair of the kind that 
has ever taken place, and the insurance 
people have been picnicking annually for 
many years. More than 400 people were 
seated at the chicken dinner in the eve- 
ning. Baseball and races of all kinds 
featured the afternoon and in the evening 
dancing was enjoyed in the big dining 
room which had been cleared up for the 
purpose. 





ENLARGING HOME OFFICE 


The Fireman’s Fund is enlarging its 
home office building in San Francisco 
by building a new structure on San- 
some Street, adjoining the main home 
office headquarters. The new edifice re- 
places a building torn down this year 
which had been occupied since 1920, but 
which was not spacious enough. 
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Do you want yours to take this route? 


One method is to have payments made by 
Annuities or Monthly Installments. Another 
satisfactory arrangement is to have the 
money go into Trust, administered through 
a reliable trust company or bank trust 


department. 


This subject is fully treated in the John Han- 
cock book, entitled “Estate Conservation 
and Life Insurance Trusts,” which will be 


sent on request. 
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E. J. Cole’s Talk 


(Continued from page 14) 

period of its existence the New England 
Advisory Board have sought other con- 
ferences with company organizations 
concerning various matters and much 
constructive results have been accom- 
plished. The Board appreciates the 
consideration and courtesies it has re- 
ceived at these conferences and hopes 
for the open door whenever the occas- 
sion arises. 

There is no logical reason why the 
local agent should not have representa- 
tion before any governing or adminis- 
trative body of the companies where 
matters in which he is directly con- 
cerned are to be determined and had 
such a policy been adopted in the past, 
many of the present day controversies 
of the companies might have been 
averted. 

Milwaukee Declaration 

At the mid-year conference of the 
National Association, held at Savannah 
in February, the Milwaukee declaration 
was again ratified together with a 
recommendation that every State As- 
sociation incorporate in its constitution 
the substance of the resolve which 
reads as follows: 

“The National Association of Insur- 
ance Agents holds this truth to be self 
evident: That its members owe their 
allegiance to those companies whose 
loyalty to its principles for the preser- 
vation of the American Agency System 
is unquestioned.” 

The recommendation of the Executive 
Committee has met with favorable re- 
sponse, and the various States are mak- 
ing necessary changes in their consti- 
tutions to embody the principles of the 
Milwaukee declaration. A willing de- 
termination on the part of our mem- 
bers to observe both in practice and in 
spirit the principles set forth in the 
Milwaukee Declaration would remove a 
serious and troublesome issue, but no 
practical results can be obtained without 
that pledge. 

The Board endorses the principles 
contained in the Milwaukee Declaration 
and recommends that the six New Eng- 
land State Associations. amend their 
constitution so that they can apply the 
principles involved as they may affect 
conditions in their respective states. 

The officers of the National Associa- 
tion are laboring untiringly in an effort 
to make the Milwaukee Declaration ef- 
fective. Great care should always be 
exercised in preparing resolutions with 
a due regard for everything concerned, 
and when presented should never be 
adopted unless by a dominating majority 
and an honest intention of those par- 
ticipating to make them effective: both 
in spirit and fact. 

Strength of Advisory Board 

In conclusion let me say that in; the 
New England Advisory Board lies the 
strength of the six New England. As- 
sociations, 

Its purpose is to develop and encour- 
age good practices in the insurance busi- 
ness in New England. It desires to. as- 
sume its share of the responsibility for 
insurance conditions in. New England 
and to improve the standards of the 
business of insurance always and every- 
where. 

It intends on: behalf of its: members 
to be watchful and alert, mindful of its 
opportunities and obligations, prepared 
to give credit where credit is due, and 
to criticize when criticism is invited— 
always ready to defend itself at the bar 
of public: opinion, 

I cannot close without expressing my 

appreciation for the earnest and loyal 
support which has been given to me 
by every member of the Board during 
the two years I have served as New 
England Vice-President of the National 
Advisory Board, and the same appre- 
ciation is also extended to the several 
state associations for many courtesies 
extended to me on many occasions. 
. It has. been. a genuine pleasure and a 
distinct honor to serve you and the 
friendships I have formed during my 
incumbency I shall always cherish. 
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Rain Fails to Hinder 
N. Y. F. & M. I. G. A. 


J. S. FRELINGHUYSEN SPEAKS 








E. M. Wild Wins Association Champion- 
ship With Gross Score of 73; J. J. 
Lee Gets Guest Cup 





If anybody has been imbued with the 
thought that the members of the New 
York Fire and Marine Insurance Golf 
Association and their guests were not 
good mudders, they should have been at 
the Raritan Valiey Country Club, Somer- 
ville, N. J., last week on the occasion of 
the club’s annual golf tournament, and 
taken a peek at these knights of the 











Champion “Eddie” M. Wild 


niblic do their stuff. That they were 
capable of making the grade under ad- 
verse conditions was evident. 

Jupiter Pluvius reigned in all his glory 
from early in the morning until after ten 
o’clock. Thirteen-hundredths of an inch 





falling very early in the morning kept 
the attendance down, but not the en- 
thusiasm. By ten o’clock there was a 
goodly number on hand to tee. off. These 
evidently were actuated by much the 
same spirit which air mail pilots enter 
the service of the post office depart- 
ment—in that “Nor rain, or snow, or 
storm shall stay them in their flight.” 

Those on hand teed off a little after 
ten o’clock and by noon with brighten- 





Wilfred Garretson 


ing skies others came and started play, 
and things went well until about three- 
thirty in the afternoon when blacken- 
ing skies accompanied with lightning 
flashes and peals of thunder gave warn; 
ing of a deluge. Well, it came. And 
did it rain? This writer says it did. 
Those on the course away from shelter 
houses had no chance. to get to cover. 
They were soaked and re-soaked. Then 
the rain clouds went away to other 
sections calling loudly for an outpouring 
of their contents, and play was resumed. 

Late in the afternoon the events mak- 
ing up the competition were completed 
and the happy band of contestants gath- 
ered at the club house’ for dinner and 
listen to the verdict as provided by their 
respective scores. Here’s the verdict: 








Class B Medal Play 
F. B. Cassidy, net 68, first. 
J. S. Frelinghuysen, net 72, second. 
Three Tie for Guest Prize 

In the play for the beautiful guest cup 
there was a triple tie with G. A. Bar- 
nard, M. Berardim and J. J. Lee turn- 
ing in a net score of 67. This tie was 
played off by the contestants on the 
twelfth hole of the course, which re- 








F. B. Cassidy 


sulted in J. J. Lee being returned the 
winner. The contestants were the guests 
of A. B. Crehore. : 
Championship Runners Up 
An interesting incident in connection 
with play for the Championship Cup 
was seen in the fact that “Bill” Glenney 
and H. M. Messenger, who tied for the 
cup last year and which was won by 
Glenney in the play off, were tied again 
this year in the runner-up position. 
Best Ball Four Ball Medal Play 
A. B. Crehore, A. A. Earl, net 62, first 
C. A. Hoyt, R. H. Goffe, Jr., net 63, 
second. 
“Daddy” Frelinghuysen Speaks 
At the dinner in the evening Joseph 
S. Frelinghuysen, the daddy of the As- 





ee, 
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they had done making possible the car. 
rying on of these events begun so in. 
auspiciously ten years ago. He hoped, 
and everyone present joined in the 
hope, that he would live many years to 
take. part in future tournaments, 


Wild Makes 73 Gross 


The most spectacular performance of 
the day was of course that pulled of 
by “Eddie” M. Wild, who turned in a 
grove 73 score for the Championship 

rophy. The score tells its own story 
when the 74 par of the course is taken 
into consideration. When a golfer can 
bat the Raritan Valley Country Club 
course in his first time over it in one 
under par, it can be said of him that 
he is a GOLFER of the FIRST RANK, 


Gets Good Fellow Cup 


A rule of the Association that no one 
person can carry off two cups prevented 
“Bill” Hadley, of The Eastern Under- 
writer doing so. In Class B, “Bill’ had 
turned in the best net score and would 
have been awarded the cup for the win- 
ner of that event had not the officers 
of the Association a surprise in the 
works for him. For the first time the 
Association provided what it styles “The 
Good Fellow Cup,” to be presented each 
year outside of competition to some one 
attending the Association tournament, 
This cup was presented to “Bill” Had- 
ley. this. year. 


By the Wayside Tee 


It developed that “Eddie” Wild is 
very adept at things other than golf, 
At the dinner he ambled up and took 
the place of the traps layer of the or- 
chestra and, quite in contrast to his 
golfing, where he missed every trap, he 
did not miss a trap in the drummer's 
outfit. While “Eddie” was thus per- 
forming “Bill” Gienney, the man of all 
work of the Association, planted himself 
in the: place of the pianist and for the 
first time in the memory of anyone pres- 
ent was seen almost teetotally—well, not 
quite teetotally—in action. 

Concerted effort was made to have 
“Eddie” Gallagher and “Mayor” LaTour- 
ette entertain with vocal numbers, but 
both artists declined on account of fail- 
ing to procure their managers’ consent 
for thus disporting themselves in public 
and added that temperamental artistic 
‘excuse, “we are both out of voice.” 

Those aspiring to greatness in golf 
might get a few pointers from “Ed” 
Lewis, the genial vice-president of the 








of rain had fallen between seven and 
that hour. Then Jupiter got in a few 
more licks in the afternoon and twelve- 
hundredths. of an inch of rain came 
along between four and seven o'clock. 


However, while not exactly as. pro- 
grammed the tournament was played 
just the same. The rain which started 


G. A. Barnard 


M. Berardim 


Guest Cup 
J. J. Lee, net 67, winner. 
Association Championship 
“Eddie” M. Wild, gross 73, winner. 
Class A Medal Play 


E. J. Maloy, net 70, first. 
Wiltred Garretson, net 72, second. 














H. M. Messenger R. Field Mayor 
Latourett 
sociation, spoke informally. He had 


turned in_a winning score for second 
prize in Class B medal play and was 
presented with the Association’s silver 


trophy for the event. 


Daddy “Joe” was glad to have the 


Association back home for this tourna- 


ment and he complimented the officers 
of th: Association for the fine. work 





D. Hastings S. T. Perrin 


Association, on the. art of “PUTSEN” 
out from twenty yards beyond the green 
on the fourth hole. And he did not »at 
an eye lash either. - Acted as though 
it was.a regular performance for him 
to get birdies with that kind of a shot. 

If troubled with waterholeitis, a visit 
with “Jim” Metz, with some persuasive 
powers might wring out of him the se- 
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cret of going over the water yia the hop, 
skip and a jump-route aided by' the Grey 
Goose ball. “Jim” hit beautifully into 
the lake at the. eighth hole: and with 
much pep and three skips landed on the 
nether side all set: for a brassie. 
Association Returns Thanks 


To the officers and board of governors 
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H. W. Barley E. L. Lewis, Jr. 

of Raritan valley Country Club; to Stew- 
ard and Mrs. Mase and their staff, and 
to “Joe” Clark, professional of the club 
and his accommodating assistants, the 
officers of the New York Fire and Ma- 
rine Insurance Golf Association and the 











“Eddie” Gallagher 


participants in the tournament last week, 
return thanks for the fine treatment re- 
ceived at their hands. Notwithstanding 
the rain a good time was had and all 
hope to come back again. 


Barley Presides at Dinner 
H. W. Barley, president of the Asso- 
ciation, presided at the dinner in his 
usual able and interesting manner. This 
event would surely not be the same with- 


out smiling “Harry’s” presence at. the 
head of the table. 


“Bill” Glenney 





SPECIAL FOR ONTARIO 
Manager Cairns of the Eastern de- 
partment of the Fireman’s Fund, an- 
nounces the appointment of W. ; 
Perkins as special agent for the Province 
of Ontario, Canada. 


BOSTON REPRESENTATIVES 
The Hand-in-Hand Underwriters is 
being ‘represented in the Boston metro- 


politan district by William A. Muller 
Co. 








Should Eliminate 
Insurance Bootlegger 


WINSLOW RUSSELL DECLARES 





Tells Local Fire Agents in New Eng- 
land of Danger Threatening Ameri- 
can Agency System 





Home offices are to blame for the serious 
evil of “bootlegging” in insurance, which 
if not curtailed, threatens the American 
agency system, according to Winslow 
Russell, vice-president and agency manager 
of the Phoenix Mutual Life of Hartford, 
in the talk he made last week at Ports- 
mouth, N. H., before the New England 
local agents’ convention. Although Mr. 
Russell is a life msurance executive his 
talk was devoted almost entirely to fire 
insurance problems. His address. follows: 


A convenient. definition of the word 
“bootlegging” is necessary, for it. was 
apparently unknown in the days of Noah 
Webster... Suppose we, then, define it 
as “a means of securing an income with- 
out a motive of service, and fraught with 
danger either to giver or taker.” 

A young man seeking a living in a 
business he believes worthy of his entire 
time recently approached a prospect who 
was building a home, seeking his fire in- 
surance. The owner of the home ad- 
vised him that the local banker in town 
had informed him that he could loan him 
more of the bank’s money if he would 
give him his fire insurance than if his 
home was insured elsewhere, and upon 
that basis the banker secured the busi- 
ness. 

In principle, that kind of a loan is dan- 
gerous to the bank, and the borrower 
is -unlikely to get a real insurance 
service. 

In the same town a large factory was 
found to be covered for $400,000 fire in- 
surance. The policies contained a 90% 
co-insurance clause. No appraisal had 
been suggested and for more than ten 


years the policies had been sent around 
annually without suggestion of any 
service. 

An insurance expert had an appraisal 
made and found a conservative present 
valuation of $800,000. The president of 
the concern lived 150 miles away. The 
agent bound the risk for an additional 
$300,000 and sent the policies on to the 
owner, writing him as follows: “I did 
this for you, because had you had a 
$300,000 loss, you undoubtedly thought 
you had that amount of protection, but 
you would have paid over $100,000 of 
that loss yourself.” He explained the 
meaning of the 90% co-insurance clause, 
probably for the first time known to the 
insured. A check for the premium was 
received by return mail, and the entire 
line goes to the man who rendered the 
service and earned the commission. 

Two or three years ago a man whose 
name is a byword throughout the entire 
world was about to apply for $500,000 
endowment life insurance. Not knowing 
of this intention, a man in the life in- 
surance business was informed that the 
brother of this well-known man was 
about to go into the life insurance busi- 
ness. A letter was written from a home 
office to the brother seeking to interest 
him in one particular company. 

The following is copied from his re- 
sponse to this letter: “I am afraid that 
Mr. C—— misunderstood the situation as 
to my interest in insurance. This inter- 
est of mine was born mainly out of a 
desire to handle all our own insurance 
matters and incidentally to make any 
savings possible. To do this I learned 
that I should have to get some official 
sanction.” 

A gross annuai premium of more than 
$50,000 was distributed to several com- 
panies. The commissions appeared to 
have been paid to a New York real 
estate operator, who was licensed for 
the first time by several companies. It 
is reasonably clear that this real estate 
operator was in part a dummy, and 
equally clear that there was considerable 
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bootlegging all along the line, the buyer 
himself being ‘circumstantially involved. 

A- home office clerk in a Hartford 
office not doing a liability business re- 
cently threatened a man giving his entire 
time to insurance service with bodily 
harm, because this latter salesman had 
found a liability policy placed by the 
clerk without any attempt to find or 
cover the real need of the buyer, .and 
because he then rendered him the serv- 
ice he was paid to render. 


Home Offices to Blame for Bootlegging 
Insurance 
These illustrations serve to establish 


the fact that few insurance lines are free 


from the process known to this audience 
as “bootlegging” in commissions. The 
fundamental cause of this evil in the 
business lies in our home offices, and 
can be stopped in short order when we 
in the home offices sense the cost of this 
type of selling, or rather mis-selling. 

One of the chief reasons for the 
growth of this evil is based upon the 
competitive desire of our home offices 
for more volume, while any serious study 
of the final result will show the net re- 
sult directly opposite the end to be de- 
sired. 

The continual shifting of the business 
of the bootlegger and the increasing dis- 
satisfaction of the buyer when he finds, 
as he usually does, that he hasn’t bought 
the service which he thought he had, 
make the inevitable cost higher than the 
first’ grade business of first class insur- 
ance agents, who are in the business to 
serve first and get what they have only 
upon that basis. So long as contractors, 
real estate operators, home office clerks 
and banks are permitted to receive in- 
surance commissions, just so long our 
great business will remain below its right 
standard as a dignified profession worthy 
of the best type of man or woman to 
enter. 

If the aggregate commission which 
now finds its way into the pockets of 
thousands of insurance bootleggers could 
be diverted to the regular insurance ad- 
visef, a’ very considerable reduction in 
the cost of selling, and especially of re- 
selling, would result. 

The question was asked, 
bootlegger be eliminated?” He surely 
can. By what mearts? First, by mak- 
ing it impossible for him to receive a 
commission. How? you ask. He knows 
our competitive desires. The buyer in- 
creasingly knows the bootlegging meth- 
ods. Suppose that a part of the moneys 
needed to employ counsel to defeat leg- 
islation inimical to the interests of our 
policyholders and our stockholders— 
some of which were born of the evils 
outlined—were diverted for a time into 
channels that would advise the public to 
place their insurance coverage only with 
men giving their entire time to insurance 
service. Suppose this were to be fol- 
lowed. by an actual certificate of author- 
ity which guaranteed service, and which - 
any company could giye if its officials 
exercised control over the commissions 
paid as they should: 


“Can the 


Danger to Agency System 


The situation. as it now stands is 
fraught with many dangers to the agency 
system. There is a growing tendency to 
go shopping in: large lines of insurance 
and much of the commission in all lines 
is. finding its way back to the insured in 
one form or another, legalized by a great 
freedom in licensing men whose major 
thought: is. in other lines. Greater co- 
operation between full-time insurance 
agents and their home offices will help 
to bring about. a greatly reduced num- 
ber of agents. 

Let your home offices know with no 
uncertain sound that you stand behind 
them in. every attempt to elevate the 
business; that the quality of the man 
who turns in the business and the qual- 
ity of the service he renders is para- 
mount to the volume of premiums he 
secures. In every advertisement of your 
company, set before the public the quality 
story of the men whom you employ. Let 
the man who is really entitled to receive 
the commission carry with him your en- 

(Continued on’ page 21) 
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Agents Aim to Oust 
Brokers From Virginia 


SAY THEY ARE SUPERFLUOUS 





Separation Problem Seems Over; Past 
Presidents Hold Dinner; Progress 
On Fire Prevention 


Elimination of the resident broker is 
greatly desired. by the membership of 
the Virginia Association of Insurance 
Agents. That was made clear at the 
twenty-seventh annual convention of the 
association at Newport News last week, 
when the question of doing away with 
this type of broker was discussed at 
some length. The upshot was the adop- 
tion of a resolution calling for a revi- 
sion of the law with that end in view. 
Sense of the meeting was that there is 
no need for the resident broker in Vir- 
ginia, the local agent being amply cap- 
able of handling all business without his 
assistance. 

In this connection it was pointed out 
that there were never any _ resident 
brokers in the state up to two years ago 
and that the business got along exceed- 
ingly well without them. The bars were 
let down at that time permitting quite a 
number of persons to broker business 
who, the associated feels, know prac- 
tically nothing about it and have no 
right to break in on the business of the 
agent who is making it his life’s work. 

Vagueness of the law is blamed for 
this situation and now the agents want 
it revised so that but one construction 
may be placed upon it, and that is that 
the duly qualified agent alone shall be 
recognized as being entitled to handle 
all local business. To strengthen their 
position along this line the agents pro- 
pose to work for the passage of an 
agency qualification law at the next ses- 
sion of the general assembly which 
would tend further to eliminate the 
parasites from their business. The New- 
port News convention went on record 
strongly in favor of such a law, and 
the legislative committee, headed by 
Colonel E. E. Goodwyn, of Emporia, was 
directed to get behind it and use every 
endeavor to secure its enactment. 

No direct move was made to eliminate 
the non-resident broker, the convention 
contenting itself with adoption of the 
principle laid down by the National As- 
sociation. that local conditions should 
govern the writing of any risk as a pro- 
tection to agencies against the compe- 
tition of such brokers. This principle 
as well as others enunciated by the na- 
tional body was written into the consti- 
tution of the Virginia association. 

Action of the association in recom- 
mending a reduction of the license fee 
of the ncn-resident broker was prompt- 
ed solely by a desire to protect the Vir- 
ginia ageut brokering business in other 
states which have retaliatory laws. It 
was pointed out for instance that North 
Carolina charges ordinarily only $10 for 
a broker’s license but exacts a fee of 
$100 of a Virginia agent seeking to 
broker business in that state, due to the 
fact that the fee in Virginia is $100. 
While the opinion prevailed that it would 
be’ best to redicce the Virginia fee to 
$10 it was deemed advisable to. recom- 
mend only that it should be fixed at 
a figure not exceeding $25. There ap- 
peared to be some doubt as to whether 
this authority rested with the commis- 
sioner of insurance or with the leg- 
islature. 

Agents Exchanging Business 

The convention evinced more than 
ordinary interest in a paper read by 
Commissioner Button in which he as- 
serted that he was thinking of making 
more stringent his ruling permitting an 
agent to exchange business with another 
agent representing the same general 
class of company without taking out a 
broker’s license.. Under the present rul- 
ing, he said, the classes overlap to such 
an extent that it is practically impos- 
sible to separate them. 

The question, of admitting: field men 
to associate membership in the associa- 
tion came up before the convention at 


the final session, It was referred to-the 
executive committee for its considera- 
tion with the suggestion that it submit 
a report at the next annual meeting. 
In addition to reporting that five 
bank agency cases had been investigat- 
ed during the year and that four of the 
five had been cleared leaving only one 
in suspense, the conference committee 


reported that a case in which a com- ' 


pany was being represented in both a 
board and non-board agency in viola- 
tion of rules of the advisory council 
had been investigated. While this case 
is also in suspense hope was expressed 
that it could be cleared without being 
brought officially to the attention of 
the council. Likewise there is one case 
of the appointment of a bank solicitor 
in suspense, the case being the only 
one of its kind that came to the atten- 
tion of the committee during the year. 
It is also hoped that this can be cleared 
up soon. The agent making the ap- 
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pointment was not a member of the as- 
sociation, according: to the committee. 


Separation Problem Over 


Gratification that the cloud of separ- 
ation. no longer hovers over South- 
Eastern territory was expressed by re- 
tiring President Louis T. Dobie in his 
annual report. In this connection he 
said: “When we met a year ago, the 
cloud of separation was on our horizon, 
not perhaps very ominous in Virginia, 
but it was there none-the-less and _ its 
potentialities were very great. Happily 
it has now disappeared entirely. This 
question of separation has brought so 
much trouble and ufrest in other places 
that we are most fortunate to have es- 
caped it. It seems fitting to express to 
the companies our gratification that a 
solution has been found. This is es- 
pecially pleasing becatise it involves as a 
whole a somewhat increased compénsa- 
tion to us as agents: It is confidently 
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believed that this new order of things 
will bring an improvement of conditions 
generally, now/that practically all com- 
panies. in. §, E, U. A. territory are mem- 
bers of that organization.” 

Only five of forty-two towns.and cities 
in. Virginia communicated. with have 
adopted the plan of the United States 
Chamber -of Commerce fer the -educa- 
tion of the public as to fire prevention. 
John E. Overbey, of Danville, chairman 
of the committee on conservation re- 
ported. In view of the, fact that some 
states have sighed up 100 per cént., he 
regretted exceedingly that Virginia was 
evincing so little interest in the matter 

Charles P. Walferd, Jr., the new presi- 
dent of the association, is a member of 
the local agency firm of W. W. Hard- 
wicke, Walford & Company, Richmond. 
For several years he has been chairman 
of the executive committee. He has 
taken an active and lively interest in 
association affdirs, both state and na- 
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tional, practiclly ever since he became 
identified with the, business of insurance 
about ten years ago. ‘His associates in 
the business. believe that he has a. big 
future ahead of him. It is predicted that 
he will make one of the best presidents 
the Virginia aSsociation has ever had. 
Dinner of Past Presidents 

A pleasing feature of the Newport 
ews convention was thé annual dinner of 
the past presidents attending the con- 
vention. Altogether, there are twelve of 
them, and seven were present at the din- 
ner. These were W. L. Pierce, Christian- 
burg; C. G. Pierce, Harrisonburg; Rufus 
Parks, Norfolk; J. D: Crowle, Emporia; 
L. T. Dobie, Norfolk,: The dinner was 
held immediately after adjournment of 
the final session., It is planned to make 
it an annual affair. ., 

Past. presidents not in attendance 
were Charles I, Lunsford, Roanoke; W. 
T. Paxton, Buena Vista; T. G. Burch, 


i re | sg ae 


ry care. ty pe ES we 


Martinville; Coleman Wortham, Rich- 
mond; George Goodridge, Richmond. 

The fair sex was represented at the 
convention by Miss Catherine Garrett 
of Leesburg, and Miss Mary Nealon of 
Phoebus, both active members of the 
association. Miss Garrett has been op- 
erating an agency at her home town 
or six years, having succeeded her fa- 
ther in business at his death. Miss 
Nealon has been in the agency busi- 
ness for three years. Both evinced a 
lively interest in thé deliberations and 
transactions of the ‘convention. Miss 
Garrett was .reelected honorary vice- 
president of the, association, a position 
to which she was first elevated several 
years ago. 


ENTERS VIRGINIA , 

The New York Fire has been admitted 
to Virginia with James. A, Blainey of 
Norfolk listed as state agent. The com- 
pany will write fire ard kindred lines. 
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O’Brien & O’Brien Agents For 
Alliance; To Open John St. Office 


The Alliance of Philadelphia has ap- 
pointed. O’Brien & O’Brien as New 
York City agents, and in this way have 
recognized their long services as uptown 
branch managers of the Insurance Com- 
pany of North America. The agency 
will open a new office at 88 John Street 
where in addition to the metropolitan 
agency, will be conducted a head office 
for the New York suburban territory 
and building facilities for country-wide 
business. O’Brien. & O’Brien will also 
act as borough agents for one of the 
large casualty companies, writing all 
lines. The uptown office has been lo- 
cated at 342 Madison Avenue. and pre- 
vious to that on 125th Street. 


The Eagle Indemnity has appointed 
James A. Price of Lorain, Ohio, as a 
general agent. 








Good Prospects for 
Transportation Cover 


GO AFTER THE MANUFACTURERS 


Fireman’s Fund Gives Advice on Whom 
To Solicit For This Special Form 


of Insurance 


Special Agent Stuart L. Van de Vort 
pf the iAtlantic marine department of 
the Fireman’s Fund wrote in the latest 
issue .of the “Record” the following 
helpful hints for agents on_ soliciting 
transportation insurance: 

This is a blanket contract designed to 
cover all’ domestic shipments of mer- 
chandise while in the hands of common 
carriers such as railroads, express com- 
panies, public truckmen and coastwise and 
inland vessels. Being a service as well as 
a protection, it is an unusually appealing 
form. It is a service in that it guarantees 
no waiting for money until some carrier 
is ready to settle; it is a protection in that 
it insures in places where the shipper or 
owner may have no protection at all and 
insures against some causes of loss for 
which carriers are not legally responsible. 

There is much being written and said 
about this form of insurance but it would 
seem that emphasis has not. been laid in 
the right direction. Probably the most 
sought after prospects for this class have 
been the department stores because with 
them the least sales resistance has been 
encountered, but of all possible prospects 
the department store is the least desir- 
able. Why confine efforts to the most 
competitive and the least satisfactory when 
there is an’ untouched field? The manu- 
facturers and wholesalers of machinery, 
large jobbers, wholesalers and manufac- 
turers of hardware, ~ blankets, leather, 
woolens, farm implements and practically 
every kind of merchandise may be pros- 
pects. 

As an example, take the manufacturer 
of: an expensive machind. Very likely 
the machine will be sold F. O. B. ship- 
ping point which means that the machine 
becomes the property of the purchaser 
when .it is put aboard the cars. It. may 
be difficult, therefore, to make that manu- 
facturer see the wisdom of spending his 
money. to. insure property belonging to 
his customer, but if he can be shown that 
for a trifling cost per unit of production, 
he can protect his entire output against ail 
risks and protect his customer against 
the serious loss of a valuable machine, 
the chances are that he will be a purchaser 
of transportation insurance. It will,. at 
times, help sales and avoid disputes with 
his. customers. The reasons for a whole- 
saler, jobber or manufacturer insuring his 
own property while in custody of common 
carriers are obvious. 

In considering transportation insurance, 
it must be borne in mind that any phase 
of a firm’s domestic shipping can be 
covered; either his outgoing, his incom- 
ing or both. ._The application for trans- 
portation inquiries shows clearly the par- 
ticular problems involved and should be 
used in all cases. 


HIS ELECTION UNOPPOSED 


Colonel Junius E. West, lieutenant- 
governor of Virginia and second vice- 
president of the Virginia Association of 
Insurance Agents, who is running unop- 
posed for reelection as lieutenant gover- 
nor, is entitled to recover primary en- 
trance. fee of $14.80, due to the fact that 
nobody came out against him, but he is 
evidently either too busy or too pros- 
perous to bother about getting the 
money back. The money has now beén 
reposing in the coffers: of the Virginia 
Treasury for nearly a month awaiting 
his pleasure without a word forthcom- 
ing from him as to whether he wants 
it back or not. Under the law, he must 
put in formal application for recovery 
of the amount before it can be refunded. 
Coloné® West is a member of the local 
agency firm of West & Withers of Suf- 
folk; “He was reelected second. vice- 
president of the Virginia Association at 
the convention in’ Newport News last 
week, 
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Chrysler Co. Gives 
Insurance Details 

INSTRUCTIONS TO DEALERS 

Policies Will Be Issued Through In- 


surance Agents in Detroit; Intended 
to Increase Sales 








The Chrysler Motor Corporation of 
Detroit has notified all Chrysler distribu- 
tors and dealers of the new sales arrange- 
ments which were scheduled to have be- 
come effective July 1. A long letter, signed 
by Vice-President J. F. Fields, who is in 
charge” of sales, explains in addition to 
finance arrangements, the new insurance 
scheme whereby fire and theft insurance 
will be sold direct with each car at a 
low rate. The insurance rate is uniform 
all over the United States and each car 
delivered to the public is automatically 
insured for one year. This insurance is 
described as standard factory equipment. 

Following are extracts from the letter 
to the dealers pertaining to the insurance 
arrangement : 

“Effective July 1st, 1925, all Chrysler 
cars sold will include fire and theft in- 
surance coverage for 100% of the f. o. b. 
factory list price, prepaid for one year. 
Our billing on and after that date against 
distributors and dealers on ‘all Chrysler 
vehicles shipped by us will include a charge 
classified on’ our billing as “Delivery 
Charge” and graded as follows: 


Chrysler. four 
$10.75 -net. per car. 

Chrysler. four -cylinder closed cars, 
$12.75 net. per. car. 

Chrysler six cylinder open cars, $16.50 
net per car. 

Chrysler six cylinder closed cars, $18.50 
net per- car. 

Commercial car -chassis, $10.75. net per 
car. 

Commercial. car chassis with body, $12.75 
net per car. 


cylinder open cars, 


“These. delivery charges will be col- 
lected by us from distributors’ and dealers 
on. all cars purchased from us and rep- 
resent that portion of ‘cost to be collected 
by the distributor or dealer from the 
retail purchaser’ when making delivery 


- of the new’ car. 


“Distrilutors = will — collect delivery 
charges from dealers when making whole- 
sale deliveries’ from their’ stocks «to 
dealers: 

“As this plan will become effective July 
Ist, 1925, on all cars sold and delivered 
to purchasers on’ and after that date, it 
is very important that distributors and 
dealers send us on July Ist, 1925, a com- 
plete inventory, by models and serial 
numbers, of all Chrysler six and iour 


‘eylinder cars carried by them in stock, 


unsold. This inventory ‘should: be ac- 
eompanied by the distributor’s or dealer’s 
check to cover the delivery charge as de- 
scribed above on each Chrysler car car- 
ried in stock and included in: the in- 
ventory. 

“The actual ‘delivery charge’ made 

by us against distributors and dealers will 
be recovered’ by them from the retail 
purchaser when making delivery of the 
new car purchased and must be- included 
by the distributor or dealer in the de- 
livered price, to the purchaser. 
. “Effective, July. 1st, 1925, therefore, Dis- 
tributors and Dealers delivered prices of 
all Chrysler cars are to be increased by 
the amount of.the. Delivery. charge made 
by us. 


Example 


“Present delivered price on. Chrysler 
Sedan—List $1825—Tax. $66.15—Freight 
and handling, say $58.84—Net local cash 
delivered pri 950. 

“On and after July Ist, 1925, add $18.50 
to present. price making local delivered 
price—$1968.50, 

- “Delivery. charge must be. included ‘in 
delivered price, not billed ‘separately. 

“Insurance coverage: is for the benefit 


of the retail purchaser or the purchaser 
and holder of the deferred payment con- 
tract and applies to actual, retail sales 
deliveries only. It does NOT apply against 
cars carried in stock by the distributor or 
dealer or cars on order with’ or ‘without 
deposits. 


Insurance Cancellation 


“No refund can be made for insurance 
cancellation. ; 

“Insurance transfer: In case of: resale 
by the original purchaser, standard’ equip- 
ment insurance can be transferred to the 
new purchaser for the unexpired term by 
the filing of proper notice with® the In- 
surance pry op! and payment of a trans- 
fer fee of $1.50, 

“Insurance Loss Adjustment—Distribu- 
tors and dealers will be furnishéd with 
a list of the names and addressés of ad- 
justors duly authorized by the insurance 
company to make loss adjustments ‘direct 
with purchasers. 

“Standard equipment fire and theft in- 
surance is in effect immediately the new 
car delivery is made to the purchaser. 
Distributors and dealers -will be required 
to send a Daily Record of Retail Sales 
Deliveries compiled on forms supplied by 


us, to the insurance agents. who will mail. 


the purchaser direct formal insurance 
certificates certifying that the Chrysler car 
purchased is insured for one year from 
date of delivery against fire and theft 
hazards for 100% of F. O. B. Factory 
list price. Daily retail sale delivery re- 
ports are to be sent direct to the insurance 
agents—Alexander and Alexander, Inc., 
care Chrysler Sales Corporation, Detroit, 
Michigan. 

“Forms for this purpose will be fur- 
nished by us and must be sent daily to the 
insurance agents by distributors and 
dealers. To avoid complications in case 
of loss and to guard the interests of 
Chrysler owners, distributors and dealers 
are advised to let no circumstance inter- 
fere with the sending of daily retail sales 
records to the insurance agents. 

“Factory equipment fire and theft in- 
surance will be written by the insurance 
company in the name of the purchaser 
or the purchaser and the holder of the 
time sales contract. 

“Cash sales in the name of the pur- 
chaser only. Time sales in the name’ of 
the purchaser and the holder of the time 
sales contract as their respective interests 
may appear. 

“We predict greater volume of Chrysler 
sales, therefore, increased profits for 
Chrysler distributors and dealers because 
of these retail finance and insurance plans, 
uniform everywhere in the United States, 
now announced for the first time and ap- 
plicable only to Chrysler cars.” 





JOINS TRAVELERS FIRE 





J. P. Frazier Made Manager of Phila- 
delphia District; Has Had Twenty 
Years’ Experience 
The Travelers Fire announces the ap- 
pointment of John P. Frazier as manager 
at Philadelphia with jurisdiction over that 
city, the suburban territory and Camden 
county, New Jersey. Mr. Frazier has 
been assistant secretary of the Insurance 
Company of the State of Pennsylvania, 
giving particular attention to the Philadel- 
phia field. He is a native of that city and 
began his insurance career with the Spring 
Garden Insurance Company in 1905. His 
broad experience in the home office and 
field work gives him unusual equipment 
for his work with The Travelers which 
he will join July 15. After a few weeks 
at the home office in Hartford he will 
return to Philadelphia for the opening: of 
his office there. Mr. Frazier recently com- 
pleted a term as president of the Under- 
witers Club of Philadelphia and had been 
active in other insurance organizations. 





D. N. CARVALHO DIES 
D. N. Carvalho, noted handwriting ex- 
pert, and father of B. N. Carvalho, one 
of the leading officers of the Rossia and 
other reinsurance companies of the Stur- 
hahn fleet, died at his home at New 
Rochelle on Monday. 
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Part of his tool kit 


The Saturday Evening Post is part 
of the tool kit of almost every Ameri- 
can business man. He must read it to 
keep up with the times, to know 
what his competitors are doing and 
to understand how the great manu- 
facturers are presenting their wares 
to the American public. 

The advertising of the Hartford 
Fire Insurance Company in The Sat- 
urday Evening Post is compelling 
widespread comment. Hartford agents 
know that this advertising pays, for 
it carries 2 message of adcquate pro- 
tection, sound fire prevention service 
and the cooperation of trained 
insurance agents. 

It is one of the things that make a 
Hartford connection of ever increas- 
ing value to live local agents. 


HARTFORD FIRE 


INSURANCE COMPANY 
~ Hartford, Conn. 


The Hartford Fire Insurance Company und the 
Hartford Accident and Indemnity Company write 
practically every form of insurance except life 
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Beha Issues Report 

On 1924 Business 
$140,000.000 PREMIUMS HERE 
Premium Income For U. S. of Com- 


panies Writing in N. Y. Declined; 
Marine Fell Off Most 





James A. Beha, Superintendent of In- 
surance, issued part I. of the sixty-sixth 
report of his department on July 1, 
about sixty days in advance of last year. 
The remaining three parts will follow 
at intervals of about six weeks. Copies 
are being supplied to insurance com- 
panies whose 1924 annual statements are 
contained in the volume and to the other 
insurance departments. 

Part I. carries abstracts of the state- 
ments of fire and marine companies, 
Lloyds and inter-insurers. The aggre- 
gate business of 343 joint-stock and mu- 
tual companies authorized in New York 
State during 1924, and their condition 
at the end of that year, may be sum- 
marized as follows: 


Assets 
Liabilities 
Capital 
Surplus 
Premium income 
Total income 
Losses incurred 
Total disbursements 
Risks written during year 
In force at end of year 


Fifteen Lloyds and inter-insurers show 
assets of $19,051,460; liabilities of $7,172,- 
631; premium income, $8,480,530; losses 
paid, $3,349,862 

The fire premiums received in New 
York State during 1924 by joint-stock 
and mutual companies were $89,970,830; 
fire losses incurred, $50,466,460. 

Ocean marine premiums received by 
such companies in New York were $23,- 
280,564; losses incurred, $17,652,228. 

All other premiums received by such 
companies in New York, including motor 
vehicle, inland navigation, windstorm, 
sprinkler leakage, etc., $27,228,174; losses 
incurred $16,638,952 

Total fire risks written by such com- 
panies in New York during 1924, $12,786,- 
581,528; a decrease of $652,456, 361 over 
1923. 

Total of all other risks written in New 
York, $27,299,078,854, an increase of $750,- 
689,435; but $572,721,381 less ocean 
marine risks were written and $2,808,496 
less ocean marine premiums received in 
1924 than in 1923. 


TWO SECRETARIES RESIGN 

Secretaries E. C. Jalonick and T.'R. 
Mansfield of the Republic Insurance 
Company, of Dallas, Texas, are resign- 
ing on August 1 to engage in independ- 
ent work. Special Agents H. H. Gagg- 
ney and G..R. James will be brought 
to the home office to succeed the retir- 
ing secretaries. G. W. Jalonick is chair- 
man of the board of the Republic and 
I. Jalonick president of the company. 


LEAVES OHIO FARMERS 

Judge Frank Taggart has resigned as 
attorney for the Ohio Farmers of Leroy 
and will retire and live at his home in 
Wooster, Ohio. He was a former super- 
intendent of insurance of Ohio and for 
quite a period served on the Court of Ap- 
peals. —_—— 
The New York Indemnity has agreed 
to sign the Acquisition Cost and Field 
Supervision Conference rules. 








Insurance Bo: Bootleggers 


(Continued from page 17) 
dorsement, which the public will recog- 
nize when they understand. 

The public attitude toward the bist 
ness of insurance must be changed. They 
must be informed that insurance service 
can be properly given only by the trained ° 
specialist, The need for such informa- 
tion is not limited to the buyer. The 
trained specialist. needs to be fold even 


NORWICH UNION CHANGES 


Eastern and Southern Departments 
Separated; S. E. Bickford General 
Agent in the South 


Hart Darlington, United States man- 
ager of the Norwich Union Fire, an- 
nounces the separation of the Eastern 
and Southern departments at the home 
office and the appointment of S. E. 
Bickford as general agent of the South- 
ern department, effective July 1. For 
the last three years Mr. Bickford has 
been assistant general agent of the 
Eastern and Southern departments. In 
connection with the change Mr Dar- 
lington says: 

“The establishment of a separate de- 
partment for the handling of our 
southern business has been made with 
the view of more satisfactorily develop- 
ing our interests in that territory. Mr. 
Bickford is especially well qualified to 
supervise this department by reason of 
his long experience and extensive ac- 








quaintance in the Southern field.” 

Increase 

over 1923 
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to the courts of our land—and such 
knowledge might serve to the advantage 
of our policyholders through that im- 
portant channel. Justice Gray, in a New 
York court of appeals, said this in hand- 
ing down a fire insurance decision : 
“What is there in the calling of an in- 
surance agent or broker which demands 
any special training or knowledge not 
readily to be acquired by any business 
man?” and then proceeded upon that 
basis to render a decision which prevents 
the insurance commissioner of that great 
State from refusing to grant a certificate 
to a person, even though he has knowl- 
edge that the applicant is obtaining the 
——— for the purpose of writing one 
risk. 

There is much that an association like 
yours can do, and you are doing much 
already. When the bootlegger is elim- 
inated or greatly reduced in number, the 
present great turnover of agents, who 
fail partly because of the bootlegging 
evil; will be reduced, and savings will be 
made all along the line. The present ex- 
cessive cost of selling all lines of insur- 
ance is due to a considerable degree to 
uncontrolled commissions which get into 
the hands of the bootlegger. 








Brevoort 


Madison Street, east of LaSalle 
CHICAGO . 


DOWNTOWN, near 
principal stores, 
banks, business 
houses and theatres, 
the Brevoort is 
eminent among 
cago hotels for qual- 
ity of service at 
moderate cost. 
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General of Seattle Admitted 
to Write Fire Lines in N. Y. 


The General of America, of Seattle, 
Wash., has been licensed by the New 
York Insurance Department to write 
fire insurance in this state, and will 
transact. business in this territory 
through the Central Fire Agency, Inc. 

The General of America is strong 
financially and has on its board men 
prominent in the industrial life of the 
Pacific Northwest. It is under active 
management of H. K. Dent, its presi- 
dent, and has been steadily successful 
since its organization. Its statement as 
of June 1 shows total assets of $2,403,- 
454; reserve for unearned premiums 
$667,624. Net surplus $778,085 and sur- 
plus to policyholders of $1,575,885. The 
results of the operations of the first 
five months of this year were very sat- 
isfactory showing an increase in assets 
of $44,700, in premium reserve of $193,- 
961 and in surplus to policyholders of 
$189,937 


THE. NEW LLOYD’S ACT 


From the fact that the new Lloyd's 
Act, 1925, has passed both Houses of 
Parliament and received the Royal Assent, 
it already passes into law. The object 
of the Act is to confer on Lloyd’s ad- 
ditional powers of making by-laws, and 
to amend Lloyd’s Act of 1871. Its prin- 
cipal provisions are such as to allow the 
members to vary the existing bye-laws 
with regard to the election of the com- 
mittee and the period of time during 
which members of the committee shall 
hold office. Presumably, the effect of the 
passing of this Act will be that the mem- 
bers will make use of their powers to 
vary the by-laws so as to ‘make the elec- 
tion of the committee an annual event, 
with each member holding office for a 
period of twelve months. This is a matter 
which has been canvassed in the past, and 
it would appear that the alteration is one 
that would be quite agreeable to the major- 
ity of members of Lloyd's. 





MALLALIEU GIVES LUNCHEON 

W. E. Mallalieu, general manager of 
the National Board of Fire Underwrit- 
ers, gave a luncheon Monday of this 
week at the Drug & Chemical Club to 
fourteen men connected with the Na- 
tional Board. 
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Rent Insurance 


LARGE MERCANTILE block has 
burned! Many tenants are no 
longer paying the owner rent. It may 
be one month or many months before 
the property can be replaced—mean- 
ing a severe loss to the man who might 
have had protection. 


It makes no material difference if the 
property be large or small, used for 


offices, apartments, stores or dwellings, 
when it burns, the owner loses an 
income or a rental value that should 
be safeguarded by insurance. 


Agents who go beyond the obvious 
protection—Fire Insurance—to more 
completely protect their clients, turn to 
Rent or Rental Value Insurance as a 
means of making their income safe. 
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Bennett Explains 
Arkansas Incident 
IN ADDRESS AT LOUISVILLE 


5 i Before Kentucky Ass’n. At 
Birthplace of Firemen’s Fight He 
Calls For Support 


Speaking before the annual conven- 
tion of the Kentucky Association of In- 
surance Agents at Louisville, on Monday 
of last week, Secretary Walter H. Ben- 
nett, of the National Association, dwelt 
at length on the principles of the asso- 
ciation and the recent fight in Arkansas 
over these principles. He contended 
that those Arkansas agents who voted 
against amending their state constitu- 
tion were divorcing themselves from 
the progress of organized agency forces. 

Louisville is the seat and starting 
point of the long fight between the Na- 
tional Association and the Firemen’s of 
Newark. It was there that Neal Bas- 
sett incurred the displeasure of the 
Louisville local board and eventually the 
hostility of the National Association. 

Mr. Bennett’s talk follows in part: 


“It is not hard to imagine the shock 


which agents in Kentucky must have 
received when they read the news of 
the victory gained in Arkansas by the 
Firemen’s Insurance Company at the 
convention in that state last month 
when the Milwaukee Declaration and 
the statement of agency principles were 
rejected, I say it is not hard to imagine 
the shock because I cannot forget the 
enthusiasm with which Kentucky agents 
endorsed the Milwaukee Declaration 
and stood for strict enforcement of our 
principles 
Smith wrote you all requesting an ex- 
pression of opinion. Your opinion was 
expressed only about a month before 
this action-in Arkansas. 

“That all agents are not gifted with 
this vision is indicated by the action in 
Arkansas where a group of pledged 
agents acted, as was stated by the 
American Agency Bulletin on May 29, 
‘as both the shock troops and clean-up 
wave in-an offensive against an amend- 
ment to the state constitution incorpor- 
ating therein the substance of the Mil- 
waukee Declaration and the statement 
of principles.’ The action is all the more 
surprising when it is considered that last 
January the executive and conference 
committee of the Arkansas Association, 
in a joint resolution, expressed full be- 
lief in the National Association, de- 
plored the attitude of fire insurance 
companies which were in continuous and 
open violation of certain of our prin- 
ciples and called upon the membership 
of the Arkansas Association, both col- 
lectively and individually, to support the 


principles and the Milwaukee Declara- 
tion. 


Firemen’s Agents Repudiated 
Principles 


“Arkansas is said to be a strong Fire- 
men’s state. The state agent of that 
company was the guiding spirit in the 
fight against the Milwaukee Declara- 
tion and the principles. He laid his 
plans following the joint declaration of 
the state conference and executive com- 
mittees already referred to. During the 
convention last month in Hot Springs, 
he appeared with a sufficient number of 
agents pledged to oppose any movement 
to adopt the amendment to the state 
constitution. The opposition was led by 
a prominent Firemen’s agent, who knew 
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that it was proposed to amend the con- 
stitution so as to include therein the 
substance of the Milwaukee Declara- 
tion and the statement of principles. In 
his report as chairman of the grievance 
committee he presented an argument 
against the Milwaukee Declaration and 
the resolution of his state committees 
last January: He disagreed with his of- 
ficers and censured them for the Jan- 
uary resolution. He wound up with a 
resolution deferring action on any 
amendment. to the constitution and dis- 
approving the January joint resolution. 

“He departed from his written paper 
and presented some specious arguments 
in support of his position. He felt that 
conditions in Arkansas were altogether 
unlike those in other states. He believed 
also that the Arkansas Association 
would stultify itself if it went on record 
as criticising one company and patting 
another on the back. This on the grotfnd 
that conditions differ in various local- 
ities and companies may be loyal to our 
principles in one, while in violation in 
another. He mentioned Little Rock, 
where, he asserted, only bank agencies 
are maintained. A compromise on the 
presentation of the amendment to the 
state constitution was agreed upon, 
when it was finally decided to offer no 
resolution whatever during the conven- 
tion except one incorporating a request 
for a twenty per cent. flat commission 
scale. 

“Are we to understand in this action 
in Arkansas an attempt to break up the 
State Association? Are we to believe 
that agents in that state are permitting 
themselves to be misguided by a com- 
pany? Are we to think that they are 
willing to sacrifice all the work which 
has -been done after nearly thirty years 
of existence by the National Associa- 
tion for them and all other agents by re- 
fusing to join the forward march of 
the agency forces? 


Principles Mean Progress 


The progress of the National Associa- 
tion and of the American Agency Sys- 
tem must be continued. That system, 
after many years of experience, has 
demonstrated itself as the best and most 
economic means of providing the public 
with insurance service. The National 
Association is devoted to the preserva- 
tion of that system. It aims to advance 
right principles in the insurance busi- 
ness. It opposes bad practices. It has 
no ambition save to promote the right 
and oppose the wrong. 

“The situation in insurance is analo- 


gous to that presented by the war. If all 
agents permitted themselves to be guid- 
ed by their own selfish interests alone 
the companies, perhaps compelled by the 
competition of those who are ruthless, 
would run wild in their appointments 
and in their practices. In the long run 
every agency would disappear, to be re- 
placed by we know not what means of 
public service; reat or ostensible. If 
agents who think themselves ‘loyal to 
a loyal company’ believe that they. will 
profit, they. would certainly have a sad 
awakening if disloyal companies were 
to triumph. But, thanks to our loyal 
members, they are not going to triumph. 
It may be true that these self-centered 
agents will receive reward but it will be 
fleeting. 


“When we consider the National As- 
sociation in particular we realize even 
more fully how unwise it is for an agent 
to separate himself from his state and 
national organizations. The national 
body has been successful in securing for 
the agent his ownership of expirations, 
which makes his agency worth while, 
has eliminated overhead writing, has 
done most effective work against bank 
agencies and always has protected the 
agents’ interest when anything harmful 
cropped up. Its campaign against mul- 
tiple agencies and underwriters’ annexes 
has been continuous. The incorpora- 
tion of the New York Underwriters 
Agency, following that of many other 
underwriters, is undoubtedly due to the 
work of the National Association. 

“The National Association, moreover, 
is a clearing house for information from 
all parts of the country. How little in- 
fluence would agents today have with 
the companies were it not for the Na- 
tional Association. 

“IT hope you will not think that I am 
wasting time in commenting on the Ar- 
kansas action and in pointing out the 
benefits of State and National Associa- 
tions. But when I consider the many 
benefits from which the agents in that 
state are now seemingly engaged in 
separating themselves, I cannot refrain 
from pointing them out. I know that 
you are wholeheartedly with the Na- 
tional Association, that you will give 
careful consideration to the principles of 
the American Agency System and the 
Milwaukee Declaration. Together with 
gther states which have already adopt- 
ed and will adopt the Milwaukee Declar- 
ation and. the statement of principles, 
you are going to assume some control 
of your membership to the end that our 
principles may be sustained,” 


Why Richmond Rates 
Were Not Reduced 


SCHEDULE ALREADY Is LOW 
Fire Department Improvements Have 
Brought Conditions to Point to 
Warrant Present Rates 


Newspapers of Richmond, Va., have 
stated from time to time during the past 
year that fire insurance rates would be 
reduced by reason of the fire depart- 
ment being entirely motorized and other 
improvements made including a new 
fireproof and unexposed alarm signal 
station and an improved water supply. 
As a consequence, the local agents have 
been working hard, trying to explain 
why rates have not been reduced. It 
now appears that the chamber of com- 
merce was innocently responsible for the 
publicity. As “somebody had told some- 
body” that rates would be reduced if 
such improvements were made, the 
chamber lent its influence in securing 
appropriations for the work, yiving as- 
surance that the taxpayers would be re- 
imbursed by lower fire rates. 

The insurance committee of the cham- 
ber has been trying to make good the 
promise, and recently requested the in- 
surance exchange of Richmond to have 
a committee from that organization 
meet with it to discuss the situation. The 
guide committee of the exchange com- 
posed of Herbert B. Race, Walter B. 
Claiborne and Charles P. Walford, Jr., 
to which T. Garnett Tabb, president 
of the exchange, was added, met with 
the chamber committee last week and 
made it clear that the improvements in 
question did not entitle Richmond to a 
rate reduction but only brought the 
standard up to what it should be in order 
to enjoy the present rates. However, 
the chamber committee was informed 
that Richmond had been favored by 
rate reductions on several classes dur- 
ing the past year, due to reductions 
throughout the territory, and that by an 
additional dutlay of about $50,000 a re- 
duction on mercantile risks would be au- 
tomatic. 

The meeting was harmonious and 
brought about a better understanding of 
existing conditions and closer relations 
between the two organizations. The 
committees, it was announced, will hold 
another joint meeting in the near future 
to make plans whereby conditions may 
be improved to warrant a general re- 
duction of rates. A. L. Adamson, chair- 
man of the chamber committee, ex- 
presses himself as being much pleased 


at the progress made at the first 
meeting. 


Many Lose Auto Licenses; 

Intoxication is Chief Cause 
According to figures made public to- 
day by Charles A. Harnett, commissioner 
of motor vehicles, there was a total of 
92 revocations and 300 suspensions of 
operators’ licenses for the two weeks 
ended June 20. Driving a car whilst in- 
toxicated continues to be over 50 per cent 
of the cause .of revocation, there being 
54 licenses revoked for this cause out of 
a total of 92. Revocations by districts 
of the state and the number revoked for 

driving while intoxicated follow: 
Total Intoxicated 


Manhattan District 15 8 
Brooklyn 13 6 
Albany 22 16 
Utica 6 5 
Syracuse Rochester 25 11 
Buffalo 9 6 
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National Analyzes 
, Mutual Insurance 
(Continued from page 1) 


ness men generally concede that money 
actually invested in a going business is 
worth at least 10%. When a man buys 
a policy in a stock-company, he secures 
protection at a known fixed price based 
upon the construction, protection and 
hazards inherent in his risk. He is not 
buying a “pig in a poke.” The insurance 
company is’ taking all the risk. Under 
the mutual plan, the policyholder not 
only must assume part of his own risk, 
but he must also assume a participation 
in the losses of all his co-insurers up to 
an amount (in nearly every casé) equal 
to five times his original deposit. It is 
not impossible, nor even improbable, 
that mutual insurance might become a 
liability rather than an asset. 

“There are many senior mutual risks 
subject to the conflagration hazard of 
large cities in the East. At one time a 
great many of these plants were well 
away from any serious exposure, but as 
the cities have grown they have ex- 
panded and the closely built over areas 
have extended up to these mutual mills 
and even far beyond. Consider, for ex- 
ample, the case of the Naumkeag Steam 
Cotton Mills at Salem, Massachusetts. 
When the Salem conflagration occurred 
in 1914 these mills burned—a total loss 
with the exception of a detached ware- 
house. Mutual dividends suffered a rad- 
ical cut, and although the average of 
mutual dividends was slightly over 91% 
in 1916, the surplus accounts of the mu- 
tuals were impaired to such an extent 
that the smaller losses suffered in 1917, 
1918, 1919 and 1920 kept the average 
dividends below 88% for these four 
years. As a matter of fact, it is only 
during the past two or three years that 
they have really recovered from the 
effects of the Salem fire and some of the 
smaller fires that have since occurred. 


Mutual Conflagration Hazard 


“Having in mind what actually hap- 
pened in Salem when a single plant in- 
sured in the mutuals was destroyed, it 
is not difficult to imagine what would 
happen to the mutuals (and to their 
policyholders) should a conflagration in- 
volving other mills insured in the mutuals 
occur in Lowell} Lawrence, New Bed- 
ford or Fall River, Massachusetts, or in 
Manchester, New Hampshire. All of 
these cities are large textile manufac- 
turing centers where many of the mu- 
tuals first began to do business. Under 
the circumstances, it is easy to under- 
stand why these particular risks are still 
carried by the mutuals even though the 
cities in question have expanded to such 
an extent as to include many of these 
risks in their closely built over districts. 

“The probabilities that a large mutual 
risk, involving a loss of $5,000,000 or 
more, will be destroyed, are just as great 
as that a small risk involving one-tenth 
as much value will have misfortune over- 
take it. In the first case, the man with 
the small plant will suffer a heavy pen- 
alty, as he must pay for his share of the 
loss. on the large plant. In the second 
case, as the relative loss is small, the 
man with the large risk will suffer very 
little. Following this line of reasoning, 
it would appear that the odds are very 
strongly against the mutual policyholder 
who owns a small plant. In other words, 
mutual insurance really isn’t always “mu- 
tual” in the final analysis. 

“One of the talking ‘points’ of the 
mutuals is that they do not require co- 
insurance. There was no coinsurance in 
connection with the insurance on the 
B. B. & R. Knight mill at Riverpoint, 
R. L., which burned. in 1919, The insur- 
ance carried was $1,250,000. The esti- 
mated loss was in excess of $2,500,000. 
Based on these figures, the loss suffered 
by the assured, in excess of all recov- 
eries from their mutual insurance, was 
more than $1,250,000.. Had this insur- 
ance been subject to coinsurance pro- 
visions the assured in all probability 
would have complied with its terms and 


would have carried sufficient insurance 
to cover their loss. 


Mutual Appraisals Doubtful 


“The mutuals lay considerable em- 
phasis upon the fact that they maintain 
an appraisal system which is at the serv- 
ice of the assured ‘free of cost.’ This 
sounds attractive, but in reality this cost 
must ultimately be borne by the mutual 
policyholders. If the Riverpoint loss is 
an example of the value of this service 
to an assured, it would appear to be of 
doubtful value and its cost prohibitive. 
We believe that a mill owner, with such 
expert assistance as he may care to ob- 
tain, is better able to form an accurate 
estimate of the value of his plant than 
can be done by the mutual companies 
by the use of a square or cubic foot 
method of approximation. 

“An unusual feature of the B. B. & R. 
Knight loss at Riverpoint, Rhode Island, 
was that the assured not only were 
obliged to bear a large part of their loss 
due to the lack of an adequate amount 
of insurance, but they also had to con- 
tribute to their own loss due to the fact 
that they had several other mills insured 
with the mutuals which were obliged to 
assume their share of the Riverpoint loss 
through reduced dividends. It is worthy 
of note that these mills are now insured 
by stock companies. 

“As coinsurance is not generally re- 
quired by the mutuals, a property owner 
with only 50% of the total value of his 
plant subject to one fire can secure full 
protection against any ordinary loss if 
he carries insurance equal to half the 
value of his plant. Under the circum- 
stances, by contributing only half of 
what he should contribute to the general 
loss fund, he will be securing full pro- 
tection for just one-half the amount that 
it 1s equitable and. proper that he should 
pay. This is eminently. unjust and un- 
fair to others insured with the mutuals 
who are carrying full insurance on their 
plants. The case just cited is an ex- 
ample of one of the evils that has grown 
up with the mutual system and, we be- 
lieve, has become more deeply rooted 
than most people realize, as cases are 
frequently coming to light where the 
mutual insurance is apparently only 50% 
or 60% of the actual values involved. 


Stock Covers More Comprehensive 


“The mutuals lay great stress upon the 
broad cover which they grant. There 
are very few risks in connection with 
which the stock companies give a cover 
just as broad, and in a great many cases 
the cover is much more liberal. The 
companies in the F. I. A. have taken 
over risk after risk from the mutuals in 
the past few years on account of the 
broader cover which they can furnish. 

“Another subject which we like to 
bring to the attention of a mill owner 
interested in mutual insurance is that 
of taxation. Stock fire insurance com- 
panies pay very substantial taxes to the 
Federal Government and to the States 
in which they operate, while mutual 
companies, where payment is made at 
all, pay an insignificant amount. As 
sharers of the burdens of taxation of 
other corporations, we believe that fair- 
minded, practical business men will con- 
cede that preference should be given to 
stock insurance companies irrespective 
of other factors that might influence 
them, especially when the net cost is no 
greater and the service better. 

“The stock fire insurance companies 
constitute one of the real bulwarks of 
our financial and commercial system. It 
is true that they are operated for profit, 


‘but this is a point strongly in their favor 


as it requires able and economical man- 
agement.and. assures fair treatment of 
the policyholder in order that they, may 
continue to enjoy the good-will of the 
insuring public. Statistics show, inci- 
dentally, that the margin of underwriting 
profit is less than 1% over a long period 
of years. 

“The stock companies write fire insur- 
ance on all classes of property through- 

(Continued on page 25) 
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Fire Stocks Have 
Investment Appeal 


HIGH RANK AS° COLLATERAL 





Public Supervision and Steady Growth 
of Industry All Aid in Helping 
Fire Insurance Companies 


) 





Conservative investors who wish to 
distribute their funds through the safest 
channels and at the same time partici- 
pate in the development and expansion 
of American business and industry, are 
becoming more and more firmly con- 
yince’ of the appropriateness of fire in- 


surance stocks to theig purposes, accord- 


ing to K. Rice, Jr. & Co. of New 
York City, specialists in fire insurance 
stocks. Some of the factors which this 
leading brokerage office give as shaping 
favorable. sentiment for fire insurance 
are given as follows: 

J. Essential Nature of Field—It is an 
apparent truth that, from the standpoint 
of incustry, as well as of society>in gen- 
eral, few, 1f any, institutions play a more 
basic or vital part than the fire insurance 
company. 

2. Record of Growth—Practically all 
classes of American business enterprise 
have grown greatly in value and earning 
power within the last decade; while a 
similar increase has occurred in residen- 
tial and community buildings, manufac- 
turing plants, operating units, ware- 
houses, terminals, etc. The leading fire 
insurance companies, having so vital a 
relationship with industry and society in 
general, have naturally shared closely in 
this expansion, and should continue to 


do so. 

3. High Rank as Collateral—Securi- 
ties of leading fire insurance companies 
rank with bank stocks as collateral. 

4. Frequency of Capital Distributions 
—Stockholders share the growth of lead- 
ing fire insurance companies through 
frequent capital distributions. At the 
present time the low yield basis upon 
which many issues in this field are sell- 
ing, reflects expectations of further capi- 
tal distributions’ in the future. 

5. Absence of Prior Security Obliga- 
tions—Constituting the sole capitaliza- 
tion of the issuing companies, fire in- 
surance stocks have first claim upon net 
earnings and surplus. 

6. High Quality Management—Analy- 
sis of the directive and executive per- 
sonnel of leading fire insurance com- 
panies discloses many of the most prom- 
inent names in American business and 
finance. 1 

7. Public Supervision—In addition to 
musually -high calibre management, the 
searching supervision of fire insurance 
companies by State insurance depart- 
ments is a great safeguard to their oper- 
ation. 

8. Complete Reports—Full facts con- 
cerning fire insurance companies are 
made public annually. 

9. Investment Trust Characteristics— 
(Carrying, as every leading fire insurance 
compay does, a large and. diversified 
holding of high grade. securities, which 
are revised from time to time, as condi- 
tions impel, the issuing companies par- 
take of the best characteristics of the 
large and well managed investment trust. 





NEW YORK FIELD CHANGES 


Raymond C. Parker, who has been a 
traveling engineer in the improved risk 
department of the Fireman’s Fund, has 
ecome special agent of that company 
andthe Home Fire & Marine for the 
central part of New York State, with 
headquarters at Syracuse. L. Lester 
Webster, who has been special agent 
of the Fireman’s Fund for. many years 
in New York, will supervise the busi- 
ness of both companies at the western 
tnd of the state, continuing the office 


at Buifalo, 





of 





AUTO CLUB OUTING 


The Automobile Underwriters Club of 
New York held its annual outing June 
24 at Diamond Spring Inn, Denville, N. 
J. J. ‘A. Reid, of the New York Under- 
writers: Club, and: H. C. Stocker, of: the 
Northern Assurance, won the golf prizes, 
while W. F. Beyer,-of the Home, captured 
the tennis prize. 





National Analyzes 
Mutual Insurance 


(Continued from page 24) 


out the world; their liability is wide- 
spread. This distribution. of risk places 
the stock companies in a position to ap- 
portion the cost on an equitable: basis 
among the many without undue penalty 
to any one particular class on account of 
temporary heavy losses. The mutuals, 
on the other hand, confine their accept- 
ances principally to sprinklered risks of 
comparatively few classes located in 
certain sections of the United States and 
Canada. Without the distribution of lia- 
bility of the stock companies and with- 
out their premium income from diversi- 
fied sources (and on account of the large 
lines that they write on a comparatively 
few risks) the mutuals are naturally at 
a disadvantage when a heavy loss occurs 


in one of their risks. A heavy loss that 
can’ be absorbed readily by the stock 
companies without the slightest effect 
on the general level of rates, is reflected 
immediately under the mutual plan by 
an -increased cost of insurance due to 
reduced dividend returns. 


= 
“Mutual insurance is communistic in 
principle. It is in fact merely a step 
toward co-operative ownership in other 
directions. We believe that the principle 
is wrong and that every clear-minded 
and far-sighted business man will share 
this view—particularly when he consid- 
ers its application to his own line of 
business. 


The F. I. A. and What It Does 


“The Factory Insurance Association 
(hereinafter referred to as the F..I. A.) 
was organized in 1890 and is an associa- 
tion of stock companies which operates 
generally throughout the East and 
South, specializing in the type of risk 
ordinarily acceptable to the factory mu- 
tuals. Risks already placed with the 
2 ar Faamnec are not solicited by the 


“The combined assets of the com- 
panies, comprising the membership of 
the Factory Insurance Association, ex- 
ceed $752,000,000; the surplus to policy- 
holders is in excess of $299,000,000, These 
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figures reflect in a most satisfactory 
manner the solidity and loss-paying abil- 
ity of this organization and further com- 
ment is unnecessary. 

“The F..I. A. is particularly well 
equipped to take ‘care of the insurance 
on large risks protected in accordance 
with present-day engineering standards. 
It maintains a large corps of well-trained 
engineers and insurance specialists ready 
at all times to render expert service to 
all policyholders without additional cost. 

“Thorough and complete inspections 
are made every three months. Special 
inspections are made as often as may be 
necessary; as a matter of fact, the spe- 
cial inspections which are. being made 
continuously bring the number of inspec- 
tions of each risk up to an average of 
nearly eight per annum. F. I. A. service 
is available at all times to agents and 
brokers in connection with risks at pres- 
ent in the mutuals or under solicitation 
by them.” 
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Why Overpayments 
Make Bad Business 


WHAT THE ADJUSTER CAN DO 





His Cooperation With Local Agent Or 
Correct Settlement of Losses 
Fosters” Satisfaction 





By Charles M. Haid 
_ Adjuster, ssome ‘Office, America of Newark 

The primary duty of an adjuster, as 
see it, is to represent his company in such 
a manner that the fairness and equality 
oi an adjustment will leave a lasting 1m- 
pression on the assured, and the good 
will so engendered will bring all of that 
assured’s business to the company. I 
mean, by this, paying dollar for dollar 
what a claim is worth—not overpaying, 
for in this manner is established an un- 
healthy moral standard which eventually 
brings dissatisfaction and distrust. 

lt has been our experience that the 
overpaid claimant is the “first to bite the 
hand that fed him” and every agent and 
every adjuster knows that no subsequent 
claim by this same assured can be satis- 
tactorily closed, so far as the assured is 
concerned, without an additional over- 
payment. 

Overpayment of claims makes for bad 
business; many agents ask us to overpay 
claims, agreeing with us. that the claim 
is only worth so much money, but seem- 
ingly do not realize that if every claim 
is overpaid, the companies could not exist. 
An honest claimant will not accept or ask 
for overpayment; he would consider it 
charity. ‘the fellow with his hand out 
seeking for something he is not entitled 
to should assuredly not get it. 

We wonder if very many of us figure 
just what an overpayment means—the tifty 
dollars represents 5 per cent. of $1,000 in- 
vested. There are probably thousands of 
such overpayments asked for each day—a 
serious drain indeed—and we are of the 
opinion that these thousands of overpaid 
claims represent the greater proportion 
of the ditterence between a profit and a 
loss at the end of the year, 

We take just pride in stating that we 
are glad to meet our assureds.through the 
medium of an unfortunate loss and reim- 
burse them fully for the amount of dam- 
age ‘sustained: This has been the policy 
ot The American for 29 years and always 
will be. 

Honest losses give us an opportunity 
to meet our agents and our assureds on 
a friendly business basis. We agree on 
the amount of damage; we ascertain what 
other insurance is carried by the claimant 
in The American, and in many cases sell 
additional amounts on the insurance in 
force. Sometimes we secure entirely 
new business for the agent by recommend- 
ing new lines to the assured; suggesting 
coverage for the loss of use of the build- 
ing, loss of income from rent or a valu- 
able leasehold, which in dollars and cents 
may be substantially more than the actual 
physical damage done by fire. In many, 
many cases these forms and others. can be 
readily sold by the agent after a satis- 
factory loss adjustment. 

It is here that the company adjuster can 
show his worth to his employers. He 
can well afford to spend a few moments 
more on each loss and advise as to the 
desirability of continuirig on a”risk. 

The company adjuster is able to keep 
in intimate touch with the underwriting 
departments, can advise as to undesirable 
territories and why they are so, and by 
working with the underwriter, place the 
business on a more profitable basis. In 
other words the position of company ad- 
juster is and should be one of :responsibi- 
lity, and its possibilities limited only by 
the ability of the adjuster and the time 
and thought he can. give to phases.of the 
business other than actual loss work. 

The company desires that'exactly one 
dollar be paid for*every dollar’s worth of 
legitimate, insured loss sustained by their 
policyholders—not one cent more or_.less 
—and we know that our agents will be 
glad to assist the adjusters in attaining 
these ends, .- 


UNIFORM BLOCK POLICY 


Conference of Jewelry Underwriters 
Decides On One Policy and Standard 
Rate; 10% Commissions 
Underwriters ‘handling jewelry block 
policies for the companies writing that 
form of complete coverage in this state 
have come to an agreement whereby they 
will issue a standard form of policy. The 
contract will be identical as issued by each 
company, with variations only in the can- 
cellation clause. Rates have also been 
stabilized. This schedule is on the same 
basis as that used by Lloyd’s and other 
English insurers because English under- 
writers are participating in the American 

business by way of reinsurance. 
Commissions on jewelers block policies 
will be limited to 10 per cent, whether 
the producers be brokers or agents. On 
account of the heavy risks attending the 
underwriting of jewelry risks, especially 
the moral hazard, it is most unlikely that 


- 








« 


companies represented at the conferences 
which have ‘been held will deviate from 
the accepted rates and forms. °There still 
is far “too little underwriting ‘experience 
here to permit such dangerous rate-cut- 
ting and concession granting as’ has tied up 
the marine insurance market for several 
years, 





INSURE TREES FOR $60,000 


Two St. Louis Trees Form Part of New 
Theatre; Policy With Lloyds 


What are believed to be world’s record 
insurance policies on the lives of trees 
have been set in St. Louis with the filing 
of applications with Lloyds of London 
for a total of $60,000 of insurance on two 
sets of trees. So valuable an adjunct 
does the management of the new Garden 
Theatre, Olive Street road*and Creve 
Coeur Lake car line, St. Louis County, 
Mo., consider the two stately elm trees 


= 
——— 


that flank the stage that Lloyds ha 
been asked to issue 2 $60,000 policy op 
the trees. 

The aged trees were the factors that 
determined the founders to establish the 
theatre at that particular site and they 
naturally could not be replaced if de. 
stroyed by sleet, lightning or wind or 
other causes beyond the control of the 
management. The beauty of the theatre 
depends to no small extent on the life of 
the trees. 

The tree to the left of the stage is 36 
inches in diameter and is estimated to 
be several hundred years old. The com- 
panion tree, forming the’ proscenium 
arch for the stage, is 18 inches in dj. 
ameter. 


PACKARD IN ENGLAND 
John H. Packard, United States man- 
ager of the London, Assurance, sailed 
last Saturday on the Homeric for a visit 
to the head office in London. 


“fireproof” 


ESPONDING to their last alarm! 


X A few years ago the scene illus- 
trated below was a familiar one. It 
is no more. Going back further, we 
had the volunteer fire brigades with 
their hand carts. 


Today we have motorized depart- 
ments equipped with every conceiv- 
able device for fire-fighting. 

Our defense against fire keeps improv- 
ing; but our modern sky-scrapers, the 


congestion in our cities, andthe greater 
values exposed to fire ravages increase 
the difficulty and necessity of protec- 
tion in even great proportion. 

Through all the stages of develop- 
ment in the technique of fire-fighting 
there has been only one unfailing 


safeguard against the loss fire causes, 


The one form of fire protection that 
never fails is adequate insurance in 


companies like the 


FIREMAN’S FUND 


INSURANCE COMPANY 
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York-Antwerp Rules 
PUT OFF UNTIL NEXT YEAR 


American and German Objections Put 
Others in Hole as Rules Have Been 
Generally Accepted 





Writing on the somewhat vexed ques- 
tion of the York-Antwerp rules, the 
marine correspondent of the London 
Daily Telegraph says: 

“When the York-Antwerp Rules, 1924, 
were adopted at the Stockholm Con- 
ference of the International Law Asso- 
ciation it was decided, in deference to 
representations on the part of the dele- 
gates from the United States and 
Germany, that if the rules were not 
ratified by commercial interests, gen- 
erally, a fresh conference to reconsider 
the question of/-general- average would 
be held. Both Germany and the United 
States havé now requested that a fresh 
conference be ‘Held, and have advanced 
specific objections to the rules ds they 
now exist. On'‘the‘other ‘hand, the rules 
have found very general acceptance 
among other maritime nations, and are 
actually in operation. The Institute 
Clauses in use in the London marine in- 
surance market were amended to pro- 
vide for adjustment in accordance with 
the new rules early this year. 

“It is» evident that the International 
Law Association is placed in a very diffi- 
cult position with regard to the request 
for a new conference, and it is announc- 
ed that since there is already a con- 
ference fixed for next year, to be held 
at Marseilles, and as it is not practicable 
to. hold two conferences in one year, 
the objections raised by Germany and 
America are being referred to the 
Drafting Committee which prepared the 
rules. It is understood that this com- 
mittee will frame replies to the objec- 
tions which have been raised, and per- 
haps a way out of the present difficul- 
ties may be found in this manner. Some 
idea as to’ the possibilities of the solu- 
tion of the problem may be gathered 
when the York-Antwerp Rules, 1924, 
come up for discussion at the forthcom- 
ing. conference of the International 
Chamber of Commerce at Brussels, but 
it must not be overlooked that at a re- 
cent meeting of the United States 
Chamber of Commerce at Washington, 
when a report embodying objections to 
rules was considered, a resolution was 
passed to the effect that the United 
States representatives at the Brussels 
Conference should oppose any move- 
ment for the ratification or approval of 
the rules. The attitude of Germany is 
less defined, but the grounds on which 
her objections are raised are similar in 
many respects to those of American in- 
terests, and it may be assumed that the 
attitude of both countries will be sym- 
pathetic.” 


BUFFALO ARSON SQUAD 


Due to an increase in the: number of 
suspicious fires in Buffalo the Fire Under- 
writers’ Association there has asked the 
mayor to forma police arson squad. It 
is said that several insurance companies 
have already ‘sent. private “detectives to 
Buffalo to investigate conditions. 








Andrew Gray, seventy-nine years of 
age, an’ insurance broker in Philadelphia, 
died last week after being nearly fifty 
years in the insurarice business. 





Pennsylvania Agent 
Raps Rate-Cutting 


AGENTS’ FUTURE INSECURE 


Says Business is Constantly In State 
Of Turmoil Because of New 


Drives For Premiums 





While New England fire agents are 
seeking increased commissions, Pennsyl- 
vania agents are getting hot under the 
collar because certain stock fire insur- 
ance companies are following the prac- 
tice ef mutuals and engaging in cutting 
the fire insurance rates paid by as-' 
sureds. This sort of thing is diverting 
business from the .regular agent who 
uses the Middle Department schedule 
of rates and causing considerable un- 
rest throughout Pennsylvania. One 
prominent agent who feels that some 
companies are not giving their agency 
forces a square deal: and are keeping 
the insurance field in a-state’ of tur- 
moil, expresses: himself in the: following 
manner. 

“It appears to me that if you want 
to make some reasonable caustic com- 
ment, the cut rate situation is certainly 
open to discussion. It does seem to me 
that some discussion upon a solution 
or upon what the future appears to 
hold for the standard stock company 
agents might be very interesting at this 
time, and surely nobody is better able 
to discuss the matter than you gentle- 
men of the press. 

“T will say, as representative agents 
we are not starving to death, yet at the 
same time it seems that the business 
cannot be left in peace if we are to view 
cut rates, mutual and reciprocal insur- 
ance, acquisition cost agitation, sly 
practices upon the part of practically 
all the companies in reinsuring. the 
worst enemies of their agents, and so 
on down the line to an unlimited degree. 

“Tt has been said by the Insurance 
Commissioner of this State, that the 
great trouble with the insurance agents 
seems to be. that they désire no one else 
to go into the business: We believe the 
good man is mistaken when we find that 
over 50,000 licenses have been issued in 
a single year by the department which 
apparently puts a very good percentage 
of the population of the State in the 
insurance business. We really do not 
care how many people are engaged in 
the business if a good portion of them 
would practice the Golden Rule or even 
be just a little ethical. Such is not the 
case.” 





EKERN IS EXONERATED 
Wisconsin Attorney General Not Guilty 
of Charges of Commissioner Smith, 
State Senate Says 


The Wisconsin insurance controversy 
reached the first lap of its course late 
Tuesday, June 23,' when the senate by a 
vote of 18 to 1 voted to vindicate Herman 
L. Ekern, attorney general, of the charges 
made against-him by Insurance Commis- 
sioner W. Stanley Smith. Senator W. A. 
Titus, Fond du Lac, attempted to» have 
the senate adopt a supplement to thé’ re- 
port declaring that public officials should 
devote their entire time to the public 
service. The Titus proposal was defeated 
19 to 3. 

From all sides it is evident, however, 
that the evidence gathered in. the in- 
vestigation will form the basis. of the 
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campaign of opposition, when Mr. Ekern 
announces his candidacy for governor next 
year. Smith has indicated that he in- 
tends to keep the issue raised in the Ekern 
controversy, before the people of Wis- 
consin. 

“It is the opinion of the committee that 
Herman L. Ekern, attorney general, has 
conducted himself in all matters pre- 
ceding and pertaining to this controversy 
in-an honest, upright, ethical and dignified 
manner,” the report states. 


“In conclusion the committee finds that 
the charges brought by W. Stanley Smith 
against Herman L. Ekern were unfounded 
and without justification.” 

Findings of the committee point out 
that “Mr. Ekern has not, since becoming 
attorney general of Wisconsin on Janu- 
ary 1, 1923, represented or acted for any 
insuranca comipany, insurance  organiza- 
tion or other private interest before the 
Wisconsin legislature or any branch or 
committee thereof.” 





Franklin W. Fort 





Fire Reinsurance Treaties 
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MOBILE DEPARTMENT| 


Transportation Insurance Applied 










Questions and Answers That Show the Field for This Coverage and Its 
Value as Explained by the Fireman’s Fund 


1. What is Transportation Insurance? 

This policy insures merchandise in 
transit between the United States (includ- 
ing Canada if so endorsed), by rail, ex- 
Press, sound, coastwise and gulf steam- 
ers, by licensed public truckmen, or other 
land conveyances, when incidental to rail, 
express or steamer shipments. The policy 
also covers risks by ferry or other trans- 
fer boats running in connection with all 
rail routes. 

2. Against what perils does it insure? 

The transportation policy insures mer- 
chandise against the risks of fire, naviga- 
tion and transportation, including the loss 
by theft of an entire shipping package, 
from the time of leaving the warehouse 
or store of the shipper, until delivered 
to the consignee’s warehouse or store, in- 
cluding risk while on dock, stations, land- 
ing sheds, depots, etc., awaiting ship- 
ment or after arrival. 

The risks of petty theft or pilferage 
may be included on certain approved 
classes of merchandise by endorsement, 
upon payment of an additional premium. 

The transportation policy can also be 
endorsed to cover damage to, or destruc- 
tion of property directly caused by strik- 
ers, locked-out-workmen, or persons tak- 
ing part in labor disturbances, riots or civil 
commotions. 

The risks of breakage or leakage are 
covered under this form of policy only 
whén caused by fire, collision, derailment 
or over-turn of the vehicle while on land, 
and by stranding, sinking, burning or col- 
lision while water-borne. 

3. Of what value is Transportation In- 
surance when we can recover from the 
carrier? 

A transportation policy affords the 
shipper 


(a) INSURANCE—because the policy 

covers against perils for which carriers 
are not liable, as for example acts of 
God. The acts of God are fire, when 
caused by overwhelming action of natural 
forces, lightning, flood, tornado, cyclone, 
and earthquake. It is a well-known fact 
that when losses from these causes occur, 
they frequently involve heavy financial 
loss to the owner of the property in- 
volved. . 
Aside from the foregoing, carriers, ac- 
cording to their bills of lading and de- 
livery notices, usually limit their liabilty 
to 48 hours after arrival. It is not al- 
ways possible to remove shipments with- 
in this time and during the period of de- 
tention at freight terminals, express offices, 
etc., after such time has expired, the car- 
riers are liable as warehousemen only, 
and only for negligence. 

Under the conditions outlined trans- 
portation insurance is the only source of 
indemnity available to cover the shipper’s 
loss. 


(b) SERVICE—because, while the 
carrier may be responsible for many 
transit losses, huge sums of money are 
often tied up for months and sometimes 
years before such losses are finally ad- 
justed and paid. The carrier’s bill of 
lading or receipt makes no provision for 
the settlement of claims within a specified 
time; the transportation policy provides 
that claims are payable within 30 days 
after presentation and acceptance of proof 
of loss and interest. 


Furthermore 

Carriers’ liability may be limited to a 
certain sum which does not equal the 
value of the property. 


Requirements of carriers in regard to , 


filing notice of loss or damage within a 
certain period are usually stringent and 
at times difficult of fulfilment, particular- 
ly in case of concealed loss or damage. 


(c) GUARANTEE OF SOLVENCY 
—While there is little question in regard 
to the financial resources of the larger 
railroads and carriers, this may not be 
true of smaller connecting lines, and of 
licensed public truckmen who handle ship- 
ments incidental to the more responsible 
carriers. Claims are frequently prosecuted 
against such carriers only to learn that 
owing to financial difficulties they are 
unable to fiulfll their obligations; this 
source of concern and loss is eliminated 
by having transportation insurance. 

(d) ECONOMY—While according to 
the printed conditions of the policy, the 
assured is not permitted to enter into any 
special agreement releasing or limiting the 
liability of any truckman or other car- 
rier, nor does the printed policy cover any 
shipments made under rele or par- 
tially released bills of lading, however, 
consideration might be given to shipments 
made under released bills of lading or 
shipping receipts provided complete in- 
formation is given to the company at the 
time of issuance of the policy. Under such 
released value the saving in transporta- 
tion charges often pays for the transpor- 
tation policy, covering the full value of 
the goods, many times over and _ thus 
effects a material saving for the shipper. 


(See Question 12.) 


4. Does a separate policy have to be 
written on each shipment? 


No. Shipments may be insured sep- 
arately and specifically but as a rule a 
concern would find it more convenient to 
take out a policy on an annual basis than 
to incur the extra detail work of mak- 
ing out separate .application for each 
shipment. 

5. Can we secure a policy that will 
cover all of our shipments, both incom- 
ing and outgoing, during the term of the 
policy? 

Yes. 

6. Do declarations .of each shipment 
have to be made under this policy? 

Separate declarations for each shipment 
are not necessary as the assured may 
keep an accurate record of all shipments 


coming under the policy, which amount ° 


can be reported to the company in ac- 
cordance with the arrangement made at 
the time of issuance of the policy. 

7. Does it make any difference whether 
the shipments are by railroad freight, by 
express, by coastwise or inland steamer 
or by truck? : 

In order to properly promulgate rates 
it is necessary for the assured to advise 
the company the approximate amount of 








—$—_.. 








59-61 Maiden Lane, New York 





The “Home” of Automobile Insurance | 


Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 
Maryland Casualty Company 








Phone: John 1363 














shipments by the different modes of trans- 
portation. However, the policy protects 
shipments from the time of leaving ware- 
house, store or factory of the shipper 
until safely delivered to the warehouse, 
store or factory of the consignee, while 
the goods are actually in transit by any 
mode of transportation. 

8. Suppose some of our shipments were 
by different types of carrier or by all 
clasess of carriers, could we be covered 
under one policy? 


es. 

9. How would we arrive at the amount 
of such a policy? 

If an estimate of the total annual value 
of all shipments to be insured is not prac- 
ticable, the policy may be written with a 
readjustment clause which provides for 


the premium being determined by means . 


of an accounting at the termination of 
the contract, or on an open policy basis 
under which arrangement premiums are 
payable monthly on the amount which has 
been at risk. 

10. Would a transportation policy. for a 
retail store cover on local deliveries? 

Not unless the policy was so endorsed. 

11. Is there any limit to the amount of 
protection granted any one shipment? 

At the time of issuance of the policy 
the question of limit of liability of the 
company is agreed upon and this pro- 
vision is specified in the policy. 

12. Can we declare a minimum value; 
that is, release the carrier and rely for 
our protection on the transportation policy? 

(a) The release of carriers is possible 
on certain few articles shipped by rail- 
road freight, including emigrant movables, 
carpets, new furniture, crockery, and 
eathenware. 

(b) On shipments by express, rail- 
road express companies issue a receipt 
under which they are ordinarily liable for 
not exceeding $50 for any shipment of 
100 pounds or less, or not exceeding 50 
cents per pound for any shipment in ex- 
cess of 100 pounds. On many commodi- 
ties we will now give privilege to the as- 
sured to accept these receipts, releasing 
the carrier to the above mentioned lia- 
bility, our policy covering the full value 
of the merchandise insured; 

(c) Truckmen in many instances re- 
lease their liability to $50 on each sep- 
arate shipment the shipper makes. 

In general, an assured is able to save 
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money in those cases where a carrier js- 
sues a partially released bill of lading and 
the merchandise is insured to its full value 
with this Company, because the rates 
which we charge are less than the rates 
which the carriers would charge for as- 
suming full liabilty. (See Section “a” 
Question 3 

13. How soon would a loss be paid? 

Within thirty days of proof of loss and 
interest. 

14. What are the rates on transporta- 
tion insurance? . 

The Transportation Policy is one of 
the least expensive forms of indemnity 
available, in spite of the fact that the pro- 
tection afforded is extremely liberal. The 
rates of premium vary according to the 
method of transportation, the character of 
the commodities, and the value of the 
shipments involved. 

Conclusion. The foregoing comments 
apply largely to the policy in its printed 
form. In view of the various kinds of 
commodities and different forms of coy- 
erage required under varying conditions, 
the policy may often be altered or ex- 
tended to fit a particular need. 





ASSURED COLLECTS ANYHOW 


Had No Auto Theft Policy But Car 
Burned So He Was Protected 


A rather novel experience he once had 
with a client was related by retiring pres- 
dent Louis T. Dobie at the convention of 
the Virginia Association of Insurance 
Agents in Newport News last week while 
he was stressing the importance of 
writing complete automobile coverage, 
wherever possible, so as to give full pro- 
tection to the assured. He had not been 
writing this class of business very long 
in his home city of Norfolk, when the 
client in question rushed in one day re- 
porting that his car had been stolen and 
asking for a settlement under his policy. 
When examination of the policy dis- 
closed that the car was protected only 
against fire, Mr. Dobie advised the 
client to this effect, expressing regret 
at the ‘same time that there was no 
theft coverage. The man, it appears, 
was under the impression that he was 
protected against both these hazards 
and went away sorely disappointed. A 
few hours later, he called up, again re- 
questing a settlement. “I thought I 
made it clear that your car was insured 
only against fire,” countered Mr. Dobie. 

“Yes, I understood it all right,” replied 
the assured. “That’s why I am calling 
now. My car has/ burned.” 

Mr. Dobie investigated and _ sure 
enough the car had caught fire and 
burned to a crisp while the thief was 
making away with it on the outskirts 
of Norfolk. ; 

In relating the incident, Mr. Dobie 
took occasion also to urge the writing 
of larger limits on automobiles, his 
opinion being that the average limit 
written today is considerably below what 
it should be. 


BOSTON WITH SEIBELS 


The Boston Insurance Company has 
appointed Edwin G. Seibels of the Cotton 
Fire & Marine Underwriters head of its 
cotton department. The Boston will be 
associated with the other companies under 
Mr. Seibels.. 
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| CASUALTY AND SURETY NEWS 





Insured Gets Verdict 
in Lloyd’s Jewelry Case 


COLLUSION WAS _ INTIMATED 


Verdict of $217,665 Awarded Plaintiff by 
London Court in Case of 


Pincus vs. Simmons 


By A. C. Blackall 


A verdict of $217,665 has been awarded 
in favor of the plaintiff in what is con- 
sidered the most extraordinary jewel rob- 
bery case that has ever been tried in the 
London law courts. It was that of Pincus 
ys Simmons, the latter a Lloyd’s under- 
writer, the defendent in the action. 

Counsel for Lloyds representative in- 
timated collusion between Pincus and a 
third party in denying liability under the 
policy, contending that Pincus could not 
have had the jewelry which he claimed 
to have been robbed of. It was brought 
out ‘hat Pincus had been robbed at other 
times and once had been bankrupt. 

Mrs. Pincus, trading as S. Pincus, 
wholesale jeweler and diamond and pearl 
merchant, of High Holborn, London, 
sought to recover from George Simmons, 
an underwriter at Lloyd’s approximately 
$1,665, being part of a sum of $223,222, 
the value of jewelry which the plaintiff 
says was stolen from her husband, at the 
Prospect Hotel, Harrogate, on September 
1, 1923. The jewelry belonged to the 
plaintiff and the remainder was in her 
possession for sale on commission, and 
was insured against loss or damage by 
theft under two policies for $236,000. 
It was agreed that the liability of the other 
underwriters should depend on the verdict 
of the jury in the case. 

The defendant denied that there had been 
any theft or loss of the jewelry, and 
pleaded a condition in the policy that it 


should be void if any fraudulent claim 
were made. 





The Counsel in opening the case for the 


plaintiff said that the defendant was put- 
ting him to the proof of ever having had 
the jewelry at all, and was saying that 
if the plaintiff ever had it, it never was 
stolen. Stephen Pincus, from whom the 
property was stolen was plaintiff’s hus- 
band, and it might be that some of the 
defences were put forward because Mr. 
Pincus, who was then engaged in busi- 
fess as a general merchant, failed in 1914 
and became a bankrupt, his discharge be- 
rad suspended at the time of the rob- 
ry. 

At the time of the bankruptcy Mr. and 
Mrs. Pincus were left without substantial 
means, except such small savings as the 
plaintiff had and the furniture which she 
received on her marriage. Before her 
marriage Mrs. Pincus had some connec- 
tion with the jewely trade. When her 
husband failed she decided to start on 
her own account. Mr. Pincus managed 
the business for her from that time to 
the present. Every penny for. the busi- 
ness was supplied by the plaintiff or ner 
télatives, and, the profits being put into 
the business, it became self-supporting. 
_ The main activity of the business was 
in travelling round with the stock, and 
is was done by Mr. Pincus, who visited 
pleasure and health resorts with a large 





and increasingly valuable stock of jewelry. 
In addition to his wife’s stock he took 
with him goods entrusted to him by 
people in the trade to sell on commis- 
sion. He was thus entrusted by certain 
well-known firms with $40,000 or $50,000 
worth of jewelry. 

In September 1923, he went to Harro- 
gate with a bag full of jewelry valued 
at $225,000, the whole of which was stolen, 
and it was for that loss that this action 
was brought. 

Mr. Pincus, it seems, left London on 
August 29, 1923, with his bag contain- 
ing jewelry to the value of more than 
$225,000. On the day of his arrival, and 
on the two following days after he had 
visited travellers in the town, he de- 
posited the bag at the hotel office, and it 
was placed for the night in the safe. 

On a Saturday morning he went to 
the office and obtained the bag, which he 
took to his bedroom to place the cases 
in order. About 10 minutes to 10 o'clock 
the lift man knocked at the door and 
said: “There is someone on the telephone 
for you.” The man _ spoke sufficiently 
loud for anyone in the next room to hear. 

Having arranged his bag, Mr. Pincus 
locked it and placed it between the side of 
the wardrobe and the window, where it 
could not be easily seen. He then locked 
the room door and went downstairs to 
the telephone. He gathered that a Mr. 
Ogden, a jeweller in the town, whom 
he had visited on the previous day, wanted 
to speak to him, but the voice was in- 
distinct, and when Mr. Pincus spoke he 
received no reply. He asked the porter 
to ring up Mr. Ogden, who answered 
that he had not telephoned, and a few 
minutes were ost while mquiries were 
made.as to who could have rung up. Mr. 
Pincus was away from his room for the 
best part of 15 minutes, and it was dur- 
ing that time that his bag was rifled and 
the jewelry stolen. There could be little 
doubt that the telephone call was a false 
one. : 

When he returned to the room Mr. 
Pincus found that he could not unlock the 
door, there being some obstruction in the 
keyhole. The chambermaid and the porter 
tried other keys, but without success, 
and when the porter eventually entered 
the room by means of the window, it 
was discovered that the bag which had 
contained the jewelry was still locked, but 
had had its side cut away, probably by 
a linoleum knife which the thief had leit 
on the bed. The empty cases were lying 
about the floor, but the rolls of the jewel- 
ry, which had been on top, had disappeared. 

It appeared that during the quarter of 
an hour that Mr. Pincus was at the tele- 
phone there walked out of the hotel, a 
man with an overcoat over one arm, who 
was carrying a small green suit case. He 
tipped the chambermaid and the boots, 
and then walked to the railway station, 
which was about three minutes from the 
hotel. This man had arrived at the hotel 
on August 27, and was given room Ne. 
307, next door to the one occupied by 
Mr. Pincus. He entered the. name L. 
Maxwell, in the hotel register, Mr. Max- 
well’s real name was Samuel Moischa 
Natensohn. 

On February 20, 1924, the solicitors to 
the assessors of the underwriters adver- 
tised a reward of $5,000 for information 
as to the whereabouts of L. Maxwell, and 
soon afterwards Natensohn was arrested. 
The man was charged with the theft and 
committed for trial. The evidence against 
him being purely circumstantial he was 
acquitted. 
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Valuable Book for 
Surety Men Published 


CONTAINS SOLICITING IDEAS 


Authors are Henry S. Pettit and Allen 
Caruthers, Jr.; Basic Principles of 
Bonds Described 





“Fidelity & Surety Bond Digest,” an 
excellent and serviceable book for brokers 
and agents, has been published by Henry 
S. Pettit and Allen Caruthers, Jr., well 
known surety underwriters, in an attrac- 
tive pocket size edition. 

The vast increase in the volume of 
fidelity and surety business transacted by 
bonding companies within the last few 
years and the extension of theif business 
to so many varied branches of industry 
has demanded of the agent and broker a 
knowledge of bonds heretofore confined 
to only the bond specialists. It has long 
been a problem of the insurance man as 
to where and how to obtain even the 
fundamental principles of many types of 
bonds. Thousands of bonds are executed 
daily throughout the United States and 
practically all of them originate directly 
or indirectly through a broker or agent's 
office. 

Yet it is safe to say that in the majority 
of instances when procuring a bond the 
broker is entirely dependent upon the 
company or a specialist to handle it. There 
is hardly an insurance broker who is 
not thoroughly familiar with life, fire 
and casualty insurance although the same 
broker when called upon to handle a bond 
order is usually fearful of it as he realizes 
his lack of knowledge on the subject. It 
has been predicted that bond premiums 
will eventually exceed the fire premiums. 
Consequently this growth and expansion 
of the bond business demands of the 
broker a knowledge of bonds to enable 
him to intelligently handle a bond re- 
quirement for his client with the same 
service as he does other lines of insurance. 

The Fidelity & Surety Bond Digest, 
seems to have taken a big step to this end 
for the agent, broker and solicitor. To 
serve its purpose the authors have omit- 
ted lengthy discussions and legal phrase- 
ology which would. tend to confuse rather 
than aid, and have given a concise state- 
ment of the basic principles of the various 
bonds. It discusses the fundamental prin- 
ciples of band underwriting together with 
the definitions, coverages and usual com- 
pany requirements of each particular 
bond, also valuable soliciting suggestions 
for the increase of their business. 
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Plate Glass Dept. 

For National Bureau 
J. S. PHILLIPS ANNOUNCEMENT 
To Be Organized in Fall; Over 45% 


of Companies Handling Line 
Favored Scheme 








At a meeting of the National Bureau 
of Casualty & Surety Underwriters last 
week that was called to discuss the pro- 
posal to organize a plate glass depart- 
ment in the Bureau, it was decided to 
organize such a department as of Octo- 
ber 1, 1925. 

According to the announcement issued 
by Jesse S. Phillips, general manager of 
the Bureau, stock companies writing ap- 
proximately 79% of the plate glass pre- 
miums transacted by companies during 
1924 were represented, and the majority 
of these companies signified willingness 
to join this department when organized. 

Continuing, the announcement stated: 
“These companies, together with others 
which were not in attendance, but which 
were consulted later, transacted over 45% 
of the premiums in this line written by 
stock companies during the calendar 
year 1924, whereas those which regis- 
tered their objection to the plan trans- 
acted a trifle more than 35% of such 
premiums.” 

Immediately following the general 
meeting, the companies which had ex- 
pressed a desire to cooperate in the es- 
tablishment of a plate glass department 
held a meeting at which it was decided 
to organize such a department as of 
October 1, 1925, but that steps necessary 
to this end be deferred until September, 
when the enrollment of members will 
take place, a governing committee will 
be elected, and definite plans will be 
adopted for the transaction of business. 





W. S. McCURDY DIES 


W. S. McCurdy, president of William 
B. Joyce & Co., Inc., of St. Paul, Minn., 
general agents of the National Surety 
and also general insurance agents, died 
suddenly Saturday night at the age of 
forty-eight. He was one of the most 
prominent surety men in the West 








bond for the insertion of rates which 
vary in different states and locations, thus 
enabling the agent and broker who car- 
ries the book on his person or in his office 
to quote rates. 

This book can be obtained from THE 
EASTERN UNDERWRITER at $2 a copy. 
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Agents and Brokers! 


Know Where and How to Get Bond Business 


HAVE AT HAND THE 


FIDELITY & SURETY 
BOND DIGEST 


(Copyrighted 1925) 


JUST OUT 


Fits the Pocket 


Complete Information at a Quick Glance 


It supplies a long felt need. It enables the inexperienced 
to handle any ordinary form of bond intelligently. 


Descriptions of coverage. Definitions. Requirements. 
The business in brief and in plain English. 


KEEP THIS UNEQUALED GUIDE ON BONDS 
IN YOUR OFFICE OR ON YOUR PERSON 


THERE IS NOTHING LIKE THE 


FIDELITY & SURETY BOND DIGEST 


THE EAS 


($2.00) 


TERN UNDERWRITER 


86 Fulton Street, New York 
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Continental Issuing 
A. & H. To Auto Dealers 
ON DEFERRED PAYMENT PLAN 


Considered Aid to Finance Companies 
As Business Builder; Cost of 
Insurance Low 





The Continental Casualty is offering 
an automobile deferred payment guar- 
antee policy. It is issued in connection 
with the company’s accident and disa- 
bility policy and guarantees the deferred 
payments of an automobile. 

The object of the plan and the cover- 
age afforded by the company as set 
forth in a circular to automobile dealers 
and: finance companies is as follows: 

“Many people who would otherwise 
purchase an automobile hesitate to do 
so because of the fear that accidental 
injury or illness might compel them to 
default payment of their notes and that, 
in addition to losing the car, they would 


_also lose all the money they had al- 


ready paid on it. 

“With our plan the salesman can 
overcome this objection and close with 
the prospect by providing low cost in- 
surance to cover against such contin- 
gencies. The policy guarantees the pur- 
chaser that, in event of disability result- 
ing from either injury or illness, his 
investment will be protected and that 
so long as he is totally disabled, the 
monthly payments on his car will be 
continued until the car is finally paid 
for, if disability lasts that long. 

“To obtain this insurance a brief ap- 
plication is signed at the time of the 
‘down’ payment. An individual policy 
contract is then issued to the purchaser. 
This policy provides indemnity equal to 
the amount of the unpaid balance on the 
car after» the down payment has been 
made, such indemnity being distributed 
monthly to agree with the amount of 
the purchaser’s monthly notes. 


Coverage Afforded 

“Actual coverage under this policy is 
substantially as follows: If the pur- 
chaser should be accidentally killed the 
company will pay indemnity equal to the 
amount remaining unpaid on the car, in 
which case the burden of paying off 
the monthly notes does not fall upon 
the purchaser’s estate. In event of dis- 
ability resulting from accidental injury 
or from illness the Company will pay 
monthly indemnity equal to the amount 
of the purchaser’s monthly notes, such 
indemnity beginning on the fifteenth day 
after date of disability. If the purchaser 
should be disabled for thirty consecutive 
days or longer the Company will pay 
indemnity from the first day of disabil- 
ity. Such indemnity will be paid as 
long as the purchaser is totally disabled 
until final payment has been made on 
the car. 

In other words, if the purchaser is 
unable to work as a result of accident 
or confined to the house as a result of 
sickness, we will provide monthly in- 
demnity with which to meet the notes 
on his car. The greatest value of this 
policy, aside from its assistance in clos- 
ing sales, lies in its power to draw pros- 
pective buyers into the salesrooms of the 
dealer using the plan. This it will do, 
varying according to the way the dealer 
uses the plan. If he features it in all 
of his ditect mail advertising and in 
newspaper space so that the general 
public may learn of it, a great many 
People will come to his place of busi- 
ness solely because of the insurance 
feature. The result, of course, is greatly 
increased sales. On the other hand, if 
the dealer elects to use the plan merely 
as a closing argument it will materially 
increase his business but not to the 
Same extent as if it were widely ad- 
vertised. 

“Finance companies will find this plan 
a business-builder for them. also. Not 
only will they directly benefit from the 
increased sales of their dealers, but the 


Adopts Contracts For 
Maritime Employments 
EXPERIENCE RATING PLAN 


New Jersey Compensation Rating & 
Inspection Bureau To Use New 
Forms and Rates 





The Compensation Rating and Inspec- 
tion Bureau of New Jersey has adopt- 
ed new forms of coverage and base 
rates for the treatment of maritime 
employments for workmen’s compensa- 
tion and/or negligence liability to be- 
come effective July 4, 1925, and has also 
adopted a new plan for experience rat- 
ing or maritime risks. 

There are two forms of coverage for 


risks failing under stevedoring and ship- 
wrights risks. One is a workmen’s com- 
pensation and employers liability policy 
with an endorsement limiting the liabil- 
ity for damages to one person, but plac- 
ing no limit upon the number of cases 
to be considered as the result of a single 
accident. This policy provides such legal 
liability as may exist to pay workmen’s 
compensation and liability to pay dam- 
ages under the various laws of negli- 
gence which are applicable to accidents 
occurring to these risks. The rates pro- 
vide for a limit' of $5,000 per person. 

The second coverage, a universal com- 
pensation and employers’ liability policy 
with an endorsement providing for vol- 
untary compensation and _ unlimited 
coverage as regards the negligence lia- 
bility obligation goes beyond the firs? 
form in two respects. 

(a) It obligates the insurance carrier to of- 
fer a settlement based strictly upon the statutory 
benefit provisions of the Workmen’s Compensa- 
tion law which would be followed if claims were 
subject to adjustment under Workmen’s Com- 
pensation rather than negligence liability. 

(b) It removes all limits from the responsibil - 


ity of the insurance carrier to pay damages un- 
der negligence liability laws. 


The same two alternative forms of 
coverage are available for vessels, dredg- 
ing and marine wrecking risks except 
that Coverage No. 1 shall provide the 
so-called “Standard Limits,” which lim- 
its are $5,000 for one person injured and 
subject to that amount for each person, 
with a total limit of $10,000 for any num- 
ber of persons injured in the same acci- 








plan equips them with a genuine busi- 
ness-builder service with which they can 
interest and secure new dealers. 


Cost of Insurance 


“The cost of this insurance is 2 per 
cent. of the amount remaining unpaid 
on the car after the ‘down’ payment has 
been made. To illustrate, if a car sells 
for $1,200, the purchaser makes a down 
payment of one-third, or $400. He gives 
his notes for the remaining $800, the 
payments extending over a period of 
from six to eighteen months. Regard- 
less of how the monthly payments are 
arranged the cost of the insurance would 
be 2 per cent. of $800, or $16.00 in all. 

“Claims will be handled through reg- 
ular established claim department. Deal- 
ers cannot use the plan unless the in- 
surance is placed on all cars sold on the 
deferred payment plan. A finance com- 
pany, however, need not use it on all 
dealers.” 
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dent. The rates hereinafter set forth 
for Coverage No. are for standard 
$5,000/$10,000 limits. 

According to the amended plan for 
experience rating maritime risks, the 
Standard New Jersey plan shall be used 
for risks, both as regards Coverage 1, 
legal compensation and limited liability, 
and Coverage 2, voluntary compensation 
and unlimited liability, using the base 
rate for Coverage 1, $5,000 limit per em- 
ploye. 

The Standard Plan shall be used for the 
rating of Coverages 1 and 2 with the 
following exceptions; Indemnity Losses 
are not subject to modification and 
shall, therefore, be used in the rating at 
their actual cost, except that Death and 
Permanent Total cases, while they shall 
be reported at their actual cost, will be 
treated in the rating at an average value 
of $2,500. Medical Losses shall be 
modified by the use of standard modifi- 
cation factors. 

The premium subject to experience 
rating shall be determined by segregat- 
ing the payrolls of the experience period 
according to Coverages 1 and 2, and ex- 
tending them at appropriate present 
base rates, using for Coverage 1 the 
rate for $5,000/$10,000 limits. Payrolls 
prior to February 1, 1921 shall be as- 
sumed as Coverage 1. 

The final experience modification is 
applicable to the manual rate for the 
coverage effective for the ensuing year, 
employing new “Special” Table of 
limits factors for higher limits under 
Coverage 1. 


Perfume Specialist Insures 
Her Nose for $50,000 


Mrs. Blanche Cavitt, of Oklahoma 
City, a specialist in perfumes, has in- 
sured her nose for the next three 


months through Lloyds at a $00 premi- 
um while she is touring France, Italy 
and Egypt, sniffing rare perfumes as 
she goes. 

Mrs. Cavitt will act as one of the 
judges at the Exposition Internationale 
des Arts Decoratifs in Paris. She has 
been asked to create a new perfume for 
the 1926 trade, and is, she says, the 
first American perfumer to be thus 
honored. She says that the value set 
on her olfactory sense, which is able 
to recognize the base of any perfume, 
is not exaggerated. 


J. Caroll French, president of the New 
York Casualty, has returned from the 
Pacific Coast. 





The National Surety has appointed the 
Seibert-Berry Agency of Akron, Ohio, 
as general agent. ; 


G. U. POPE LEAVING ROYAL 

Lieutenant Colonel G. U. Pope, su- 
perintendent of the fidelity department 
of the Royal Indemnity and the Eagle 
Indemnity, has resigned, effective July 
31, to enter business for himself. He 
will open an office at 51 Maiden Lane, 
specializing on bonding and insurance 
business for automobile finance and real 
estate mortgage companies. 
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there are people living in Iowa or Kansas 
who would make considerable sacrifice 
just for a glance at salt water. 

The people one meets on the world’s 
most famous. ship are a keen disappoint- 
ment when first seen en masse. They 
give one the opinion that he has suddenly 
walked into Broadway at One hundred 
and first street on a Sunday afternoon or 
is mixing with a crowd at Far Rockaway. 
Very ordinary-looking people, indeed, 
and you wonder where they got the money 
to make the voyage. Then when you come 
to meet them individually, which you rarely 
do unless you are a newspaper man with 
an inquisitive bump you learn that the men 
are frequently personalities, and the fact 
that they have not “manner” and “ways of 
the world” is because they have been too 
busy carving out careers to pay much at- 
tention to those things. Their children have 
it or pretend to have it. Thus, you learn 
that persons who are very ordinary in ap- 
pearance are, when you come to know 
thern, leaders in business affairs in small 
towns, or opera impresarios, or Fifth Ave- 
nue merchants, or lawyers on their first 
outing abroad but well-known on lower 
Broadway, or poets—how terribly profes- 
sional poets look! 

There were some people on the ship of 
distinction including Charles R. Miller, 
president of the Fidelity & Deposit of 
Baltimore; and two of his five sisters. 
They were enroute to Italy. 

The most interesting crowd on the boat 
is in the old third class, now called the 
college students’ quarters. When the Unit- 
ed States cut down the immigration quota, 














Casualty has started its all-yearsround 
school for the training of field managers, 
at the home office in Chicago. The com- 
pany held the first term of its school in 
Chicago, July 5—28, 1923, at the close of 
which diplomas were granted to ninety- 
four students. The second term of the 
School was held at Newark, N. J., forty- 
eight receiving diplomas, and the third 
term at Philadelphia, Pa., at which sixty- 
four were graduated. 

These terms consisted of four weeks 
of intensive training, at the end of which 
written examinations were required and 
those receiving sufficient credits were 
graduated and given diplomas. From the 
beginning these Schools have been under 
‘the direction of W. A. Granville, Ph.D., 
LL.D., educational director of the com- 
pany. 

The former terms of the School were 
designed for all who were in position to 
take the course, including Home Office 
employees, agents, as well as prospective 
agents and managers. The present term 
of School is for prospective managers 
only, 

In addition to Dr. Granville the faculty 
consists of A. M. Johnson, president; C. 
H. Boyer, vice-president and general man- 
ager; vice-presidents Krist and Leonard; 
J. B. Boyer, N. A. Nelson, E. C. Rocka- 
fellow, J. L. Loarie, P. H. Ensrud, J. 
T. Wagner and W. M. Neece. 

















panies was concerned, but that those in 
favor of joining the Bureau for plate 
glass rates represented only about one 
third of the plate glass premiums. 


Time Not Yet Ripe 


An underwriter who expressed himself 
firmly in favor of continuing to subscribe 
to the Moore Rating Service stated that 
considering the number of companies which 
voted against going into the Bureau it 
would appear that the National Bureau 
would have in its membership compa- 


‘nies writing only a small percentage of 


the business. “It would appear,” he con- 
tinued, “that the continuance of the Moore 
rating plan is assured and the problem is 
the future of the plate glass business.” 

Another underwriter stated that while it 
might be advantageous to have all rating 
done at one point and by one bureau he 
did not think the time for such action was 
ripe as far as the plate glass business was 
concerned 

Reviewing the accomplishments of Mr. 
Moore since taking over the rate situa- 
tion in 1917 another underwriter said: 
“Plate glass insurance has been written 
in this country since 1857. From then 
until 1917 rates had been made by and 
between companies, always with very little 
or no success. Rules and rates were 
adopted by companies only to he aban- 
doned ina short time. Keen competition 





W. E. Small, President 


E. P. Amerine, Vice President 


Surplus and Reserves as to Policy Holders Over $3,000,000 








TO ERECT BUILDINGS 





By an agreement with the Aetna Life 
and Affiliated Companies the Maryland 
Casualty will erect two modern fire- 
proof buildings in Philadelphia, one of 
which will be leased by the Aetna for a 
long term and the other will be used for 
the branch office of the Maryland Cas- 
ualty. 

The proposed new buildings will cover 
a frontage of approximately 100 feet on 
Walnut street by a depth of 120 feet, the 
height being six stories. Work will be 
started very shortly and it is expected the 
buildings will be ready for occupancy by 
the summer of next year. 








among companies had prevailed in rates, 
the result of which was that companies 
did not obtain adequate premiums and 
little profit was made. This condition be- 
came intolerable. In 1917, Mr. Moore 
commenced making plate glass rates. In 
that year the total plate glass premiums 
written in this country amounted to $5,- 
696,595, and last year the premiums 
amounted to $16,871,096. As compared 
with the years preceding 1917, it must be 
acknowledged that the development of the 
plate glass insurance business in the fol- 
lowing seven years has been nothing short 
of remarkable and most of the plate glass 
underwriters freely give credit for this 
to W. F. Moore. In these seven years 
Mr. Moore’s subscribers increased to 60, 
representing large and small companies 
throughout the country and today prac- 
tically all of the plate glass insurance 
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and professors to this cheap mode of 
travel. So now instead of women from Si- 
lesia and Poland with babies, there are 
Yale and Smith undergraduates: in their 
places. 

It is all a hand-picked crowd, which on 
the ship I took included the president of a 
university and writers of several books. To 
Europe and back for $180—the food is 
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plate glass policy.” 
Still another underwriter when asked 
to comment on the situation states that 
he thought it would be well for the com- 
panies to carefully consider whether their 
interests would best be served by put 
ting the plate glass business in the Na 
tional Bureau or keeping it in the hands 
Mr. Moore. 
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Value of Claim Men to 
Underwriting Dep’ts 
CLOSE COOPERATION NEEDED 


w. J. McCaffrey, Vice-President, Globe 
Indemnity, Tells of Their Impor- 
tance to Companies 








A supplement to the agency publica- 
tion of the Globe Indemnity addressed to 
claims investigators and adjusters, in- 
spectors and payroll auditors states that 
each man visiting a plant or being in 
touch with the assured for the purpose of 
adjusting a claim, inspecting the premises, 
or auditing the records of the assured, can 
be of great value to the underwriting de- 
partment in improving conditions, in 
bringing to the attention of the underwrit- 
ing department conditions that, if continued, 
will have a tendency to produce accidents 
becase of some physical condition, or 
because of a moral hazard. 

The supplement was prepared by W. J. 
McCaffrey, vice-president, and continues 
in part as follows: 

If a payroll auditor finds that an as- 
sured does not keep an honest record, he 
should consider the risk an undesirable one, 
not only because of dishonest records 
(which, of course,~is unforgivable), but 
because the risk is wrong morally. 

If a claims adjuster finds in his investi- 
gation of a claim evidence which would 
lead him to believe that the assured is not 
honest in the keeping of his records, the 
underwriting department should have this 
information so that it may notify the pay- 
roll audit department. If, in the investi- 
gation of an accident he finds physical con- 
ditions or moral conditions which should 
be brought to the attention of the inspec- 
tion department, he should notify the un- 
derwriting department so that it will have 
knowledge of conditions and in turn will 
notify the inspection department. 


If an inspector should find something 


which would be of interest to the other 
departments such, for instance, as an in- 
dication that payrolls may not be properly 
kept, or that an improvement could be made 
in the medical service, he should of course 
notify the other departments that are par- 
ticularly interested. 


If any member of the staff should notice 
something outstanding which he recog- 
nizes would be of interest to another de- 
partment, he should convey that infor- 
mation to the department which he be- 
lieves would be interested. 

Claim adjusters, inspectors, and payroll 
auditors, while their duties are primarily 
the duties imposed upon them by the de- 
partment to which they report, are repre- 
sentatives of the company in the eyes of 
the assured, and they should at all times 
have the interest of the company as a 
whole at heart. 


Every representative of the company 
should exercise care to be courteous and 
diplomatic in all his relations with the 
assured so that the efforts of the agents 
in securing new business or in holding re- 
newals are helped by the friendly feelings 
which the assured will have toward the 
company because of the proper manner 
in which they have been treated by the 
members of the staff. It must be appar- 
ent to all that in claim work, payroll 
audit work, and inspection work, there are 
not only possibilities, but necessities, for 
conducting such work in a manner which 
will reflect credit to the company. 


Representatives of the payroll audit, 
inspection, and claim departments are 
really salesmen for the company. The 
present day inspector in a great deal of 
his work is, to a certain extent, a repre- 
sentative of the company’s production- de- 
partment. There are many instances when 
he can help an agent of the company 
close a risk by combining his technical 
knowledge of the physical conditions of 
a risk with ability to use the qualities 
which are necessary to a successful cales- 
man. 


It is of essential importance that each 





representative of the company should call 
at the office of the representative of the 
company in any city on the occasion of his 
visit. { 





-MOTOR ACCIDENT REPORTS 


The Bureau of Motor Vehicles has 
prepared a form, MV-104, and has on 
hand a large supply of copies of the Motor 
Vehicle Law for distribution. The blank 
specifically calls attention to the fact that 
every person operating a motor vehicle 
which is involved in an accident resulting 
in the injury or death of any person must 
report the accident to the Commissioner 
of Motor Vehicles, Albany, N. Y. within 
24 hours of the time of. occurrence. 
Furthermore, if the operator of the motor 
vehicle is physically unable to make this 
report, some other person shall make 
same. Failure to make such report is a 
misdemeanor, and is ground for revoca- 
tion of license and certificate of registra- 
tion. 





Baseball Players Carrying 
Insurance Against Accidents 


“Injuries sustained by baseball players 
as a result of being hit by pitched and 
batted balls are becoming daily occur- 
rence and the players are complaining 
that if the ball gets any more livelier 
their lives will, be in danger,” writes B. 
Bulger in the New York Evening World. 
“Many of them,” he continues, “carry 
insurance against such accidents and the 
clubs are forced to take out blanket 
insurance on their whole teams.” 


W. G. Curtis, president of the National 
Casualty, spent several days in New 
York last week enroute to Cape Cod, 
where he is spending the summer with 
his family. 


The General Casualty of America of 
Seattle, Wash., has opened an office at 
Los Angeles, Cal. 


APPROVES MODIFICATION 


Experience Rating Plan Change For 
Application to Increased Compensa- 
tion Rates Sanctioned by Beha 


The Proposed modification of the ex- 
perience rating plan for workmen’s 
compensation risks for application to the 
increased rates has been approved by 
Superintendent James A. Beha, who in 
approving the modification states in a 
letter to Mr. Senior of the Compensa- 


tion Inspection Rating Board of New 
York: 


“After .carefully considering the matter I 
have decided to approve the method you pro- 
pose, which is, to make no changes in the pres- 
ent loss modification factors; but to adjust the 
payroll factor by substituting .545 for the 
Present factor .60 which is applicable to the 
payrolls for all years, the factor .545 having 
been arrived at by dividing .60 by 1.10 repre- 
senting the increase in rate level. 

“Approval is given of this adjustment as an 
expedient to meet. the present situation in which, 
as you have stated, the recalculation of the 
loss modification factors on the basis of the 
present method would involve either a conflict 
with one of the underlying features of the plan, 
viz., the limitation of the effect of a single 
accident, or a change in’ the normal loss split 
placing the burdensome necessity upon the car- 
riers of again reviewing and submitting the data 
on file for policies effective June 30th and there- 
after. I appreciate the fact that delay and 
confusion other than that incident to a revi- 
sion of rates as of a date which is now but a 
few days off should be avoided if possible. The 
proposed method may not be ideal from the 
standpoint of theory but it has the merits of 
simplicity and practicability in the present 
emergency. And, since it is not expected that 
the use of this method will disturb the credi- 
bility nor produce any serious distortion of the 
results of the plan, I have given it approval. 
It should be understood, however, that this 
should not be a precedent for the establishment 
of future modification factors on this basis.” 





E. T. SHIPMAN RESIGNS 

Edward T. Shipman, New York City 
branch office manager of the Metropoli- 
tan Casualty, has tendered his resigna- 
tion. Mr. Shipman has been manager 
for the Metropolitan since October, 
1923, and was in charge of the casualty 
lines and business development. 
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Burglary. 


Contractors’ 
tractors’ Liability, Credit. 


Electrical Machinery B: 


Fly-wheel Breakage. 

General Liability, Golf and 
Group Accident and Sickness. 

Health, Hold-Up. 


Landlords’ Liability, Larceny. 
Liability. 


Plate Glass, Public Liability. 

Salary, Steam Boiler. 

T pat Be 
eames Liability, ‘eams 


Use and Occupancy. 
Workmen’s Compensation. 
Werkmen’s Collective. 








The LONDON uorites: 
Accident, Automobile Liability, Auto- 
mobile Property Damage, Automobile 
Contingent Liability, Con- 


reakage, Eleva- 
tor Liability, Elevator Property 
Damage, Employers’ Liability, Engine 
Breakage. 


Manufacturers’ Liability, Marine 


Owners’ Liability, Owners’ Construction 
Liability. 
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COMPANY, LTD. 


55 Fifth Ave. New York 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


P. Beresford, U. S. Mgr. Phoenix Assurance Co., Ltd., of London’ - 
D. R. Forgan, Vice Chairman, National Bank of Republic - - - 
Fred L. Gray, of Fred L. Gray Co., Gen. Agents - - - 
W. C. Potter, President, Guaranty Trust Company of New York - = - 


Geo. D. Webb, of Conkling, Price & Webb, Gen. Agents - - - 


The “LONDON” is one of the few companies without weak spots—it is a 
specialist in every line it writes, offering perfect facilities and a matchless service to 
its agents and policyholders wherever and whenever the occasion arises. 


Not content with meeting competition, the “LONDON” habitually anticipates 
it. This is clearly demonstrated in the way it writes steam boiler insurance. 


The “LONDON” issues the clearest and most liberal steam boiler policy on 
the market with Super-Service in inspections and settlements. A highly trained 
force of engineers and inspectors is maintained by the “LONDON” for the benefit 
of policyholders at all times. 


The “LONDON?” is a great company, not because it writes one line well, but 
rather because it handles all lines better than they are handled elsewhere. 
Super-Service explains all that, and, in addition, makes all “LONDON” 


No Double Headers—We Do Not Compete with Our Own Agents. 


LONDON GUARANTEE & ACCIDENT 


Cc. M. BERGER 
United States Manager 
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Grants Examination 
In Bobe-Lloyd Case 


EFFECTS AGENCY ASSOCIATION 





To Determine Relations Existing If 
Any Between Lloyd’s and American 
Agency Association, Inc. 





Judge Bondy of the United States Dis- 
trict Court: for the Southern District of 
New York has granted a petition for the 
examination of the American Agency As- 
sociation; Inc., in New York, who on 
September 5 of last year issued to Edith 
Bobe a binder of insurance upon a diamond 
bracelet. While the binder was in force, 
the bracelet was stolen and she made her 
claim against Lloyds Underwriters, who 
denied liability. A suit was then begun 
by Miss Bobe, in which she joined as 
defendants both Lloyds and the American 
Agency Association, Inc. 

Lloyd’s immediately moved to vacate the 
service of the summons and complaint 
on the grounds that the court had no juris- 
diction over underwriters of the Lloyd’s 
policies, and obtained an order quashing 
the service. The Agency Association filed 
an answer to Miss Bobe’s complaint, 
denying all the allegations. 

Lloyd’s, having repudiated the authority 
of the American Agency Association, Inc., 
to issue the binder, Miss Bobe, through 
her attorney, then moved for an order 
of the court permitting the examination 
before trial of the Agency Association, in 
order to determine the extent of its author- 
ity from Lloyd’s. 

It is claimed that Miss Bobe has in- 
formation which leads her to believe that 
the Agency Association did act with 
authority and that its records will show 
that prior to issuing the binder cables 
were exchanged between Lloyd’s and the 
Association with reference to the risk and 
that Lloyd’s cabled authority to the Agency 
Association. 

The examination was sought for the 
purpose of obtaining evidence for use in 
preparing a complaint aghinst Lloyd’s, 
which it is expected will force Lloyd’s 
to appear before the court and defend 
the action. Judge Bondy’s order author- 
ized Miss Bobe to examine Finn Christen- 
sen, vice president of the American Agency 
Association, Inc., as to the nature and ex- 
tent of the association’s authority to act 
for Lloyd’s generally, as well as to the 
nature and extent of its authority to act 
in the particular instance. It also requires 
the association to produce upon the ex- 
amination all books of account, letters, 
cables and other documents and records 
which may contain any reference to trans- 
actions with Lloyd’s. 


Miss Bobe was represented by William’ 


Otis Badger, Jr., Paul D. Compton and 
Milo Otis Bennett, and the American 
Agency Association, Inc., was represented 
by Christopher J. Harrison. 





NORTHWESTERN CHANGES 


C. A. Wicker Made Manager of Casu- 
alty Department; W. D. Van Dyke 
Heads Surety Department 

Numerous appointments have been 
made by the Northwestern Casualty & 
Surety to fill vacancies created by resig- 
nations. O. A. Wicker has been ap- 
pointed as head of the casualty depart- 
ment, succeeding F. L. Shove. Mr. 


Wicker was formerly in the payroll audit : 


division of the company at its home 
office in Milwaukee, Wis. 

George M. Bull, who has been assist- 
ing Charles E. Schick, superintendent 
of agencies, will succeed Mr. Schick 
who has resigned. William D. Van 
Dyke, son of the president of the 
Northwestern Mutual Life, has been ap- 
pointed as head of the company’s surety 
department, succeeding Jay J. Reynolds. 





The national Surety has appointed 
Osborne & Rale as. general agents at 
Fort Lauderdale, Florida. : 
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SEEKS STOCK SALE APPROVAL 





Union Indemnity Suing Railroad Com- 
mission and Insurance Commissioner 
Smith of Wisconsin 


The Union Indemnity: of New Orleans 
has brought suit against the -Wisconsin 
railroad commission and Insurance. Com- 
missioner W. Stanley Smith to force the 
approval of the sale of Union Indemnity 
company’s stock in the state in exchange 
for stock of the. Northwestern Casualty 
and Surety. 

The offer in connection with this ex- 
change of stock submitted by the com- 
pany gives 4.4 shares of Union stock for 
one share of Northwestern stock. The 
par values are $10 and $100 respectively. 
Mr. Smith contends that a just and 
equitable basis for this exchange would 
be 5.4 shares of Union Stock for one 
share of Northwestern stock. 


Commissioner Smith has at _ several 
times requested that a _ special stock- 
holders’ meeting be called so that the 
Northwestern stockholders could be pre- 
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sented -with a statement showing the com- 
parative financial conditions of the two 
companies ‘ and. decide the comparative 
values of the capital. stock of the two 
companies. 
that. he has received: letters from stock- 
holders who contend that the exchange 
should be on the basis of seven, eight or 
nine. shares for one of Union stock. 


WISCONSIN BILL DEFEATED 


The Senate of Wisconsin has defeated 
thé Frank J. Weber bill, a bill providing 
for an investigation of the feasibility of 
establishing a state insurance depart- 
ment to carry all. the workmen’s com- 
pensation in that state. 








LONG REPRESENTED GENERAL 
Thomas J. Magner, president of 


Meeker-Magner Co., of Chicago, whose 
death was announced last week, was the 
oldest general.agent the General Acci- 
dent had in the United States in point 
of service and the head of the com- 
pany’s largest.general agency in point 
of volume of business. . 

















Commissioner Smith declared: 
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Pp. Malah Succeeds 
R. E. Laley in Chicago 


NATIONAL BUREAU CHANGES 





New San Francisco Branch Bureay 
Opening Necessitates Various Changes 
in Management 





Several changes have been made by the 
National Bureau of Casualty & Surety 
Underwriters in the personel of its organ. 
ization following the selection of Robert 
E. Laley, manager of the Illinois branch 
office of the bureau, to head the new 
branch bureau being established in San 
Francisco, Cal. 


Peter Malah, former manager of the 
Indiana branch bureau, has tel rh. 
ferred to fill the vacancy left by Mr. Laley 
in Chicago. He joined the bureau forces 
in February, 1919, as a compensation jn- 
surance inspector and was transferrej 
after four weeks of preliminary train- 
ing at the home office to the Connecticyt 
branch office in Hartford. After service 
as an inspector in Connecticut, Tennessee 
Texas and Illinois he was made manager 
of the Rhode Island branch office. From 
this office he was temporarily transferraq 
to Maine and placed in charge of the 
branch office in Portland. In June 192} 
he was transferred to Indianapolis and 
made manager of the Indiana office wher 
he continued to serve in that capacity nti] 
his recent transfer to Chicago. 

F. R. Harris, former manager of the 
Bureau branch office in Maryland, has been 
transferred to take Mr. Malah’s place in 
Indianapolis. He had considerable traia- 
ing as field man with the Bell Telephone 
Co. in several southwestern States before 
his employment by the National Bureau. 

In July, 1920, Mr. Harris accepted a 
position with the bureau and served as 
an inspector in Texas and Illinois. In 
Kebruary, 1923, he was made manager 27f 
the: Maryland branch office and until row 
has served in that capacity. 

*T..W. Roberts, former manager of 
the branch office in Iowa, has been trans- 
ferred to the Maryland office to take Mr. 
Harris’ place in Baltimore. Mr. Roberts 
is forty years of age. He entered the 
Bureau forces as ‘inspector in February, 
1919, securing his early training in Texas. 
After service in Oklahoma, in the home 
office of the bureau, and in Illinois, he 
was transferred to Iowa in July, 1920, 
as manager of that office, in which capacity 
he has served since that date. 

SP. E. Koplein will fill the vacancy 
created by Mr. Roberts’ transfer to Mary- 
land. He was employed for a time as 
superintendent of the Portland Fibre and 
Reed Furniture Co., Portland, Maine, and 
then entered the service of the bureau as 
an inspector in January, 1921. After serv- 
ing in, Maine, New Hampshire, Vermont 
and Indiana, he was given charge of the 
Nebraska Inspection Office of the bureau 
in September, 1923, and has been resideat 
engineer in Nebraska since that date. 

W. B. Taylor, who has been an inspector 
at the Maine branch office of the bureau, 
will take Mr. Koplein’s place as resident 
engineer in Nebraska. Mr. Taylor was 
employed as an inspector in June 1923, and 
sent to Maryland. After service in that 
State and in Virginia, he was transferred 
to Maine in November 1923, and has served 
as an inspector in Maine, New Hampshire 
and Vermont from that date. 





TRAFFIC ACCIDENTS 

Traffic accidents in New York State 
exacted a toll of 177 killed and 11,129 
injured, duting the first four months of 
1925, accoring to reports received by 
the State ‘Bureau of Motor Vehicles. 
Of the 177 killed, 137 were pedestrians 
and of these 74. were under 15 years 
of age. Of the 11,129 persons injured 
7,325 were pedestrians and 45 per cent. 
were under 15 years of age. 





“At a meeting of the New York Casualty 
last week Secretary James K. Clark was 
elected a director of the company. 


‘ie 
{ hist 
bngat 


July 














(Carualtso] 











5 Bh jy 3, 1925 Page 3 
= Se 
D 








In order fittingly to 
celebrate the 150th An- 
niversary of the signing 
of the Declaration of 
Independence, prepara- 
tions are now being made 


_ for a mighty exposition, 


international in scope, 
which will be held in 
Philadelphia during six 
months of 1926. 
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According to Director 
General Collier, the Ses- 
qui-Centennial Exposi- 
tion will eclipse even the 
great shows of Chicago, 
St. Louis and San Fran- 
cisco. Every American 
owes it to himself to 
make a visit to Phila- 
delphia as soon as pos- 
sible after the opening. 








150 Years y a Independence 
SesqutCentennial 


Philadelphia 








As a matter of public spirit the INDEPENDENCE 
COMPANIES hope that their agents in every sec- 
tion will take a patriotic pride in promoting local 








interest in the Sesqui-Centennial Exposition. 





‘THE INDEPENDENCE COMPANIES 


Head Office— PHILADELPHIA 
CHARLES H. HOLLAND, President 


Casualty Insurance - Surety Bonds 
Fire Insurance 


These Companies maintain Human Relations with their Agents, Brokers and Policyholders 
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: PHILIP H. SHERIDAN 
hada) 1831-1888 


“Sheridan never failed.” 


The rank of General has been conferred on but seven of our military 
men in the history of the Country. 





“With everything AMERICAN 5 Reproduced by THE AMERICAN 
tomorrow is secure.” InsurANCE Co. of Newark, N. J. | 







































































